AUGUST 1966

 MANAGEMENT PUBLICATION OF THE HOUSING INDUSTRY

I

1

ANé/w des

igns for

5 -

N

-\ . small apartment and




CUSHIONED VINYL FLOORING
adds obvious value to any house!

Spring® Colony Square® is a new and luxurious cushioned
sheet vinyl. It has all the realism of hand-set fired tile—with
all the modern practicality of vinyl. And it's beautiful!

Colony Square wiil make your houses almost irresistible to
knowing buyers. Use it in kitchens, family rooms, any rooms!
The hidden foam cushion will spread warmth, quiet, comfort
throughout the whole house.

Colony Square makes your job easier, too. Because it has
Congoleum-Nairn's famous White Shield® backing, Colony
Square can be installed on, above or below grade. And
Colony Square's textured surface hides underfloor irregu-

larities and indentations. This means fewer call-backs for you!
In spite of all its advantages, the cost of this luxurious
cushioned vinyl is amazingly low. Colony Square fits almost
any building budget. Spring Colony Square in four striking
colors is one of a series in the complete Congoleum-Nairn
Home Builder Line that
meets FHA requirements. .
For free sample or other C()ngOleum-Nalrn
information, write to
Congoleum-Nairn, Inc.,
Kearny, N. J. 07032.

FINE FLOORS

A comprehensive Home Builder Program has been developed to help you sell your products faster. Write Congoleum-Nairn, Builder Service Department.



FROSTY DRINKS FOR THE KIDS . .
“TALL"” DRINKS FOR MOM and DAD

For your Kitchens, Family Rooms, Bars. No extra motor!
No heavy lifting! Crushes ice as you need it. No waste,

@ Shredder.. 6 Grinder.

no “snow”, no ‘slush”.

Wonderful for appetizers,

6 Juicer.

Easy to clean! Easy to store!
cocktails, tempting frappes.

ONE Built-In
Motor Operates
Seven Cordless

Food Appliances

0 Tce C’rusher
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Built-In Music
Intercom !

NuTane

' DECENTRALIZED SYSTEM

Every Home Can Be
a House of Music”

NOW . .. You can feature the pleasures of CENTRALIZED ”
music plus the convenience and protection SYSTEM r-w

of Intercom . . in every home you build or ‘ :

remodel! NuTone offers 5 basic systems A \ FREE

in low-cost AM, Solid State FM-AM, and A

fabulous Stereo-FM sets. Low installed- AT c[:::::s

costs save you money. Their trouble-free NuTone, Inc.

performance prevents ‘call-backs’. And c?n‘c"i:"ngu

‘NuTone’ means quality to your customers. : Ohio 45227
0%
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Wood?
No, Nylon!

New DuPont Nylon Shutters meet demand for
low maintenance, pre-finished, high-quality
materials...give you fast, easy installation

Made of tough Du Pont Nylon, these pre-finished
shutters won’t rot, crack, dent. Slats can’t fall out.

They’re easy to install. One man can put up a pair

in 5 to 6 minutes on any siding or masonry. No
special tools needed. All painting and puttying
eliminated. And they have the look of fine woodwork.

The durable factory finish—in black, white, dark
green—won’t blister, chip, peel. Once they’re installed,
there’s almost no upkeep. If homeowner ever wants to
change colors, they can be easily repainted.

On your next job include the most practical shutters
ever made—Du Pont Nylon Shutters. They’ll save you
money. For full details, contact Du Pont Building
Products, Room N-2521, Wilmington, Del. 19898.

“As apartment builders and owners, we’re conscious

of maintenance problems,” says Leon N. Weiner, builder and
First Vice-President of the N.A.H.B. “We use Du Pont
Nylon Shutters because of their durability and value.”

BUILDING PRODUCTS

Circle 31 on Reader Service Card HOUSE & HOME




WASHINGTON WIRE

Tight money recognition
Commerce Dept. gave its first official con-
firmation that tight money was hurting
housing in announcing a disappointing June
showing. Private nonfarm starts touched an
annual rate of 1,264,000 units and total
starts for the first half of 1966 trailed
1965 by 5% . Biggest disappointment: build-
ing permits slumped 14% to a 941,000-
unit rate, lowest since 1959.

There is “no doubt” tight money is to
blame, said Commerce spokesmen.

Housing goal?
NAHB President Larry Blackmon has called

for HUD to set a national housing goal of
2,275,000 starts annually. The goal would
be first step toward asking Congress for
more aids to reach the target, once estab-
lished. So far, the idea hasn’t been dis-
cussed much by the Johnson Administra-
tion.

Anti-bias bill

President Johnson’s anti-bias housing bill,
part of a civil rights package, faces oppo-
sition both subtle and overt. To win sup-
port from the House judiciary committee,
normally a moderate to liberal group, the
President had to agree to limit the bill’s
impact to housing professionals, mainly
builders and realty brokers. Traditional
Southern objectors are being joined quietly
by many Northern Congressmen who fear
upsetting the suburban status quo.

Make no small plans
Vice President Humphrey had to journey

to Capitol Hill to help twist some arms
for the Administration’s demonstration
cities bill. It squeaked through the House
banking committee virtually intact, with
no price tag, but it still faces some high
hurdles before being approved. The House
will vote on the bill piece by piece—it
contains everything but the kitchen sink,
including bonus renewal credits totaling
$100 million to 19 cities. Many Congress-
men are unenthusiastic and are still smart-
ing in their campaigns just for voting for
rent supplements. But the Administration
is pressing for the big package because it
fears losing enough seats in this fall’s Con-
gressional election to make a full-scale bill
improbable in 1967.

The proposed $25-million loans to new-
town developers are back, sans any con-
troversial reference to economic (i.e.,
racial) mixing.
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NEWS

New money: $1.8 billion saving bank
starts national FHA-mortgage buying

The decision by the Dime Savings Bank of
Brooklyn* is the best news in six months
for the builders and mortgage bankers
caught in a tight-money squeeze since
December.

The bank has historically confined its
$1.4-billion mortgage portfolio to direct
mortgages and a few brokered loans, all in
the New York metropolitan area and sur-
rounding counties. Reversing policy, the
Dime will now buy FHA loans from the
rest of the country, and a new source of
money will become available to much of
the homebuilding industry.

The Dime needed a higher yield than
that available in New York, where its di-
rect mortgage lending was crowding the
state’s 6% usury ceiling. Yields on FHA
203b residential loans purchased in the na-
tional secondary market have risen to a
6.10-t0-6.32% range, and the pressure is
still upward.

Other bank money. And some “scatter
buying” of mortgages has now developed
among a few other New York savings
banks, which had been virtually out of the
FHA market for months for lack of cash.
The money comes from amortization pay-
ments, and purchases are usually in mere
$1-million lots, but they may signal an
intention to resume extensive buying if
savings flows turn sharply upward.

*Its assets of $1.85 billion are second only to
those of its Manhattan neighbor, Bowery Savings,
with $2.2 billion.

The Bowery Savings Bank in New York
has made some funds available to mort-
gage-banking servicers to support them at
the current market price of 93 with 3% %
servicing.

“It’s too early to ring any bells,” warns
Senior Vice President August M. Strung.
“But there is some validity to a theory
that the market will ease a little bit, and I
must emphasize the little bit, as we get
past the July savings squeeze. Prices and
yields will remain steady but some money
should become available.”

Pension fund purchases. Builders are
also hearing good news from another front.
Executive Officer Bill Leonard of the As-
sociated Homebuilders of Greater Eastbay
is getting excellent response to a campaign
to bring California’s pension-fund money
into mortgaging (NEws, July). Leonard
chided the big California State Teachers
Retirement Fund for sending its millions to
the New York bond market when the New
York State Teachers Fund was busy buying
California’s FHA mortgages at higher yields.
A day later he received letters from three
of the nine California fund trustees promis-
ing a policy reappraisal.

Leonard also announced that California’s
46-county Carpenters Pension Fund, in-
vesting at the rate of $1 million a month,
will put the full amount into mortgages.
It had been placing 65% in other instru-
ments.

The labor union purchases are small,
but they may well represent the tip of an

HOMEBUILDER’s MORTGAGE MARKET QUOTATIONS

Reported to HOUSE & HOME in week ending July 15.

Conventional Construction

FNMA FHA Sec. 203b FHA Loan Rates Loan Rates

Scdry. Discount paid by builder 207 |Comm. Savings Savings

Mkt.xy Min.-Down* 30-year Immed.¥ Apts. [banks, banks, banks,

FHA-VA I Firm Ins. Cos. S&Ls S&Ls Interest-}-fees

City 5% S53%s Trend Commit.|75% 80% Over 80% | All lenders
Atlanta 6 6 gl a 612 61/2 612 242
Boston 5 par—1 i Upl a 6Va-61/2 6-64 612 612
Chicago 51> 5-7 Steady 5-512 (6Va-612 6Ya-bY2  6Ya-6Y2 |6Y2+1-2
Cleveland 512 6-7 Up 1 5-5Y2 |62 62 612 7-72+1-2
Dallas 6 6-8 Up 1 a 6%a 6% 6%a 741
Denver 6 A 6-7 Up 1% a 61/2-6Y4 6% a 6Ya+1-2
Detroit 51/2 5-8 i Up1 a 6Y4-61/2 6%a-6Y2  6Ya-6Y2 |6%a-7+1
Honoiutu 6 61/2-8 | Uplya a 63/2-7 7-7Y> a 7-8+1-3
Houston 6 512-71 | Up 13 a 615 612-6%  612-7 | 612-7+115-2
Los Angeles 6 6-612 Up V2 a 63/8-6%4 63/4-7.2 a 61/2-7+1%2-3
Miami 6 6-8 Steady a 612 612 6%a 6Y2+41-112
Newark 5 5-6 Upl 5-6 641 6141 641 6Y2-7-+1 and 2
New York D 3 - Steady 6 6+4112-2 64112-2 6+112-2 | 6V2-7+2
Okla. City 6 5-7 " Steady 5-7 6Y2-6%4 6Y2-6%4 6Ya-b¥a |6l2+2
Philadelphia 5 5-7 Up2 a 6 6 6 612+1
San Fran. 6 6-7 Up1l 5 7+1-1% 7+1-1%27+1-1%2 |7+212
St. Louis 6 51/2-8 Up 112-2 a 6-6%4 63/a-7 634-7 6Y2-7
Wash., D.C. 51/ 5-7 | Steady a 6+3-4 a a 612+2-21>

* Immediate covers loans for delivery up to three months,
future covers loans for delivery in three to twelve months.
* Quotations refer to prices in metropolitan areas, discounts
may run slightly higher in surrounding towns or rural zones.
= Quotations refer to houses of typical average local quality.
* 39 down on first $15,000; 10% of next $5,000; 25%
of balance.

Footnotes: a—no activity. b—Ilimited activity. w—for com-
parable VA loans also. x—FNMA pays Yz point more for
loans with 10%. y—discounts quoted are net after seller
pays V2% markaeting fee and V2% adjustment for stock
purchase. Seller must pay 1% of mortgage for stock calcu-
lated in $120 units, of which $20 is contribution to FNMA
capital and $100 is for a share trading at about $84. z—
applies to 66% loans.

Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks
Inc.; Boston, Robert Morgan, pres., Boston 5¢ Savings Bank;
Chicago, Robert H. Pease, pres., Draper & Kramer Inc.,

and Robert H. Wilson, pres., Percy Wilson Mortgage & Fi-
nance Corp.; Cleveland, David E. O’Neill, vice pres., Jay F.
Zook, Inc.; Dallas, M. J. Greene, pres., Southern Trust &
Mortgage Co.; Denver, Clair A. Bacon, pres., Mortgage
Investments Co.; Detroit, Sherwin Vine, vice pres., Citizens
Mortgage Co.; Honolulu, H. Howard Stephenson, vice pres.,
Bank of Hawaii; Houston, Everett Mattson, vice pres.,
J. Bettes Co.; Los Angeles, Christian M. Gebhardt, vice pres.,
Colwell Co.; Miami, Lon Worth Crow Jr., pres., Lon Worth
Crow Co.; Newark, William W. Curran, vice pres., Franklin
Capital Corp.; New York, John Halperin, J. Halperin &
Co.; Oklahoma City, B. B. Bass, pres., American Mortgage
& Investment Co.; Philadelphia, Robert S. Irving, vice pres.,
First Pennsylvania Banking & Trust Co.; St. Louis, Charles
A. Keller, vice pres., Mercantile Mortgage Co.; San Fran-
cisco. John Jensen, vice pres., Bankers Mortgage Co. of
California; Washington, James C. Latta, sr. vice pres., Fred-
erick W. Berens Inc.



NEWS

iceberg. They signal organized labor’s in-
tention to re-examine its investment policy,
always oriented toward bonds. Leonard’s
campaign is probably the most significant
development in California housing finance
this year.

NAHB says the California and Dime
moves are the only bright spots in an
otherwise bleak savings picture. When
June housing permits nosedived 14%,
NAHB summoned 400 of its policymakers
to an emergency meeting in Washington.

President Johnson pledged “we’ll do
everything we can to expedite” Congres-
sional approval of a temporary lid on bank
and s&L interest rates. The U.S. S&L
League has balked at controls, called “the
best thing that can be done” by Johnson.

Savings inflow. Some relief is evident
in the savings picture. The nation’s savings
banks gained $200 million in deposits in
June and preliminary figures indicated
that New York’s banks, at least, were doing

Tight money spurs

While tight money afflicts the new-home
market, lenders appear to have all the
funds needed for home-improvement loans.
The reason: Improvement loans yield
9.4% to 10.4% vs. 5% % for prime
business loans and up to 7% for mort-
gages; what’s more, commercial banks,
which now have more money available
than savings banks and s&Ls, have always
been more attuned to consumer lending.

The remodeling surge shows in a gain
in the first five months of the year in the
number and amount of FHA Title One
property-improvement loans, the first such
gain in recent years. The number of loans
was up about 5% to 187,819 while dollar
volume gained nearly 10% to $249 mil-
lion.

Another significant factor is a hefty
year-to-year gain in the total of repair
and modernization loans held by financial
institutions in April 1966, latest date avail-
able. The Federal Reserve Bulletin re-
ported $3,602 million in loans held at that
time—up $114 million, or 3%, in a year.

In New York City, Executive Director
Edgar V. Hall, of the National Home
Improvement Council, says the dominant
factor is the tight mortgage market: “Sub-
stantial amounts of home-improvement
money are available at the higher re-
modeling rates.” He also notes the drop-
off in new-car sales, which, he says,
“makes more money for such fields as re-
modeling lending.”

Aside from the financial factor in the
new trend, Hall cites increased competi-
tion between fuels, with electric utilities
seeking more electric-heat sales in the con-
version market. As a result, he predicts,
“utilities are going to be competing more
strongly . . . and their emphasis will be
more in the direction of remodeling since
new home starts are dropping off.”

Improve instead of move. Even when
a homeowner bent on upgrading can find
mortgage money to move, its higher cost

6

NAHB GETS OUT OF CDs

Builder President Larry W. Blackmon and
Executive Vice President Nathaniel Rogg
have shifted NAHB's operating funds into
FNMA and Home Loan Bank Board deben-
tures “so they help the mortgage market.”

Last spring NAHB invested some funds
in commercial bank certificates of deposit
(NEws, July) but it moved out of the
controversial CDs as they expired. At the
suggestion of some members of its board
of directors, the association began putting
its new funds into the newly created FNMA
and HLBB debentures. Their 5.6% yield
is higher than the highest (514% ) return
available on CDs.

well in July as a result of an increase to
5% in savings dividends.

The 6,200 savings and loan associations
gained $455 million in May to reverse

April’s loss of $646 million, and some of
the gain translated into money for mort-
gaging. The industry expected another in-
crease wnen June's figures were in and an
even better showing in July, the first month
under the Home Loan Bank Board’s auth-
orization to raise savings rates to attract
deposits.

Victory in California. The entire na-
tion had been concerned about California’s
s&Ls during the first ten critical days of
July, the post-dividend period when savings
often move about in quest of higher rates.
But the big s&Ls raised their own savings
dividends to 5% on passbooks and 5% %
on three-year bonus accounts. Home s&L
and Lytton Financial Corp., which led the
movement, showed big savings gains for
the period and, while the first-week savings
for all 204 state-chartered associations did
decline slightly, the loss was less than one-
third of the drop in the same post-dividend
period in April.

an upsurge in remodeling industry

—perhaps a 6% to 8% discount on an
FHA loan—may persuade him to improve
his old house instead.

Hall notes that the remodeling industry
is seeking to take advantage of this situa-
tion by channeling potential homebuyers
into the improvement market: “Remodel-
ing publicity and promotion will now re-
mind the homeowner of an alternative to
building or buying a new home.”

New look. Los Angeles Research
Analyst Sanford R. Goodkin suggests that
builders take a new look at the booming
renovation and remodeling market.

Surveys indicate national expenditures
of $14 to $18 billion for renovation in
1966, he says; sales of roofing, siding, and
insulation materials alone for home im-
provements will pass $1 billion.

Goodkin urges small-volume builders in
particular to turn to modernization of
older homes.

the“room-at-the-top”loan.

(when you need money to finish the attic.)
MANUFACTURERS HANOVER

It's good o have a grealt bank behind you.

And a recent Pittsburgh study shows
that one of three small homebuilders (one
to nine houses a year) does home-im-
provement work as well. The evidence
suggests small builders faced with a
money shortage for new houses might
have additional profit opportunities in the
improvement field.

Dodge economist foresees
a rebound in starts

The lone challenge to the almost univer-
sal predictions of gloom and doom for
housing comes from Economist George A.
Christie, of the F. W. Dodge Co., division
of McGraw-Hill Inc.

Christie has just taken a second look at
the last half of 1966 and now predicts
“some modest improvement in the fourth
quarter.”

He expects 1,425,000 housing starts this
year, 100,000 fewer than his original esti-
mate but only 4% below the 1965 total.
By contrast, NAHB forecasters in 83 major
cities now see an 11% drop for the year.

Reasons Christie: “The conditions which
gave rise to the spring mortgage crisis
may let up just a bit so that more funds
will be available, at a price.” But he warns:
“Homebuilders will still have to live with
a difficult money market in the latter half
of 1966.”

Christie says demand would have sup-
ported 1,525,000 units this year, so the
cutback of 100,000 units “is the real im-
pact of credit restriction.”

He predicts more stability in the mort-
gage market for two reasons: “Total de-
mand for funds will advance more slowly
than in the extraordinary first quarter when
the mortgage well ran dry. And, simul-
taneously, some return to a slightly higher,
more normal rate of saving by consumers
will make more funds generally available.”

HOUSE & HOME
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NEWS

Nonprofit housing '66: a boomlet with tough months ahead

At first glance, it seems that all the in-
gredients of a boom in nonprofit, low-rent
housing are here at last:

® The rent supplement program has
enough money to provide 20,000 moder-
ate-rent units—equal to the output of all
FHA middle-income apartments last year.

© Nonprofit groups, even national
churches, are again pushing hard to spon-
sor low-rent housing.

® And more and more limited-dividend
companies are being formed, (graph
right) a sure indication that the building
industry has learned how to snare the
profits available in nonprofit housing.

But a closer glance reveals some im-
minent dangers—such as a lack of sites
and ever tighter money—which could turn
1966 into a year to forget. Nevertheless, if
nonprofit housing continues to boom, the
building industry will face its largest new
market since 1948, when William Levitt
uncorked the moderate-priced, suburban
market. And the builders who move into
the nonprofit market now will be at the
ground floor.

Builders can enter the market either by
building for a nonprofit sponsor and draw-
ing a 10% building profit or by forming
a limited-dividend (profit) company to
manage its own project for 20 to 40 years
at a yearly profit of 6% on equity. And
they can chose from among six housing
programs for the elderly, handicapped, or
poor.*

Foundation-sized housing. Nonprofit
housing stands to get a boost as the
character of nonprofit sponsors shifts from
local groups to foundation-sized organi-
zations such as national churches.

That shift has been spurred by Urban
America Inc., a private, nonprofit planning
group (see p. 18). Last year Urban Amer-
ica helped local sponsors plan 3,000 units
by providing technical consultants without
charge. Too, the Ford Foundation, which
got the program started with $575,000, has
earmarked $2.2 million to put Urban
America on the road to promoting 30,000
units a year.

With expansion imminent, Urban Amer-
ica will begin to administer a new $1-
million effort supported by four huge
Protestant denominations to stimulate
large-scale construction. The churches—

United Church of Christ, Episcopal
Church, Presbyterian Church of the
U.S.A.,, and Methodist Church — will

pledge $50,000 each for two years. The
remainder will be supplied by the Ford
Foundation.

Urban America also hopes to lend “seed
money” to budding development corpora-
tions, which in turn can marshall local

*Sec. 231: FHA mortgage insurance for elderly
housing; Sec. 202: direct loans for elderly hous-
ing; Sec. 221 at or below market rate inter-
est: mortgage insurance for elderly, handicapped
or poor; Sec. 213, insurance for cooperatives.
Rent supplement grants can go to sponsors of
Sec. 221d3 at or below the market rate, Sec. 231,
or Sec. 202 projects.

8

FHA’s 221d3 programs
limited profit vs nonprofit
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men and money to build low-rent housing.
Thirteen such corporations in towns from
Baltimore to Omaha have already been
promoted by Urban America.

‘Another expanding nonprofit group, the
Foundation for Cooperative Housing, will
sponsor 6,000 units during the fiscal year
ending September 30. FcH, which special-
izes in racially integrated cooperatives, has
130 projects planned, including 14 seeking
rent supplements. Its activity has increased
by 20% annually.

Togetherness. Nonprofit housing will
also get a boost from closer government
cooperation with nonprofit groups.

FCH is about to begin a joint program
with the Office of Economic Opportunity—
despite earlier rebuffs. An FcH staffer will
be assigned by oEo to work with potential
local-housing sponsors.

Urban America wants to create offices
near the six regional offices of the Hous-
ing and Urban Development Dept.

In New York State, Governor Nelson
A. Rockefeller (R.) has just signed a law
providing $10 million in seed money to
nonprofit-housing sponsors. It could be-
come a prototype for other states.

On the tough side. For every prom-
ised boost there are emerging threats that
could bury nonprofit housing.

Inexpensive sites on the fringes of cen-
tral city ghettos are critically short. One
church leader in riot-scattered Watts has
searched for a site for a year.

And when land is found for $2 a sq.
ft. or less, hostile city leaders often shelve
needed zoning changes. One would-be
sponsor in the Philadelphia area has lost
three sites, says New York Consultant Wil-
liam H. Horner of Horner, Nelson,
Schneider & Assoc,

Even with a suitable site, nonprofit and
limited-dividend sponsors face a special
problem—tight mortgage money. Tight
money prevented some of FcH's 40 build-

ers from packaging projects this year. And
FHA isn’t helping matters by setting low
mortgage limits—5%2 % with a 2% service
fee. Discount points must be certified.

A soft-spoken churchman, Larry Upton
of the United Church of Christ, charges
that some FHA district staffers are preju-
diced against integrated housing and
churches that try to build it. And church-
sponsored projects account for 25% of
FHA multi-family applications. Policy
makers at FHA deny the charge.

Consultant Horner adds that some FHA
staffers have a negative attitude toward all
nonprofit sponsors: “The staffers learned
that they don’t get medals for approving
good projects, but they can get drummed
out of their jobs for approving a bad one.
As a result, they tend to reject every ap-
plication until a higher-up in FHA or a poli-
tician gets them off the hook by interced-
ing in behalf of the sponsor.” That prac-
tice, Horner says, often discourages
SpONsors.

Horner adds: “FHA shouldn’t be afraid
of a few foreclosures. This is social-risk
housing, and if the churches are willing to
take the risk, FHA should be, too.”

Others say FHA is moving applications
slowly simpiy because it is taking a longer
look at each potential sponsor. “They are
looking three times where they never
looked before,” says one sponsor.

The main problem in processing appli-
cations is that FHA can’t tell the good guys
from the bad—the legitimate packager
from the fast-buck operator. Belatedly, FHA
is seeking a solution by requiring full dis-
closure of each sponsor’s past perform-
ancer(see p. 12).

Limited-dividend companies face a
special problem with FHA, which seems to
favor nonprofit sponsors in the rent-sup-
plement program. The first 11 sponsors
chosen by FHA were nonprofit groups—
though applicants were split 50-50 between
limited-dividend and nonprofit groups.

Says Builder Walter Winchester of Bos-
ton, who heads a limited-dividend com-
pany: “The government is trying to make
the rent supplement program palatable so it
can get broad-based support.” He adds that
if the trend continues, FHA will be ignoring
the more productive builder in favor of
less efficient nonprofit groups.

Builder’s choice. A builder can profit
in two ways from nonprofit housing. He
can build for a sponsor and get out of the
project fast. Or he can create a limited-
dividend company to manage the project
and earn long-term profits that are virtual-
ly tax free. But there are serious disad-
vantages to each:

Building for a sponsor. Builders have
learned that building for an inexperienced
sponsor—even a church—can be hell.

Nonprofit groups do almost everything
wrong, according to Joseph McGrath of
Urban America’s nonprofit assistance di-
vision, which was formed to advise inex-
perienced sporsors. McGrath says:

® Nonprofit groups inevitably delay

HOUSE & HOME
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HILITE IS YOUR DESIGN

You wrote the specs on Hilite, so of course it’s the builder’s best buy.
Every point you wanted, every feature your buyers want. We added still
more, save your time and build your profits. That’s good design, friend.

High-to-lowest price options? Hilite has
them. All AAMA quality.* Complete prod-
uct line? Sliding patio doors, windows
of all kinds, beautiful panel or mirror
wardrobe doors, swinging screen doors,
bath or shower enclosures? You name it,
we make them. Champagne Pale Gold
and other protective finishes. Reversible,

*Made of quality Reynolds aluminum.

AUGUST 1966

convertible after installation? Hilite was
first. Package price. Adjustable handles.
Friendly, dependable service better than
any you’ve ever known? Hilite dealers
make their living from you and aren’t
about to let you down. Huge company,
plants from coast-to-coast. When you are
ready to talk aluminum, save your time
@ Write for Hilite catalogs and product infor-
| mation to Information Service, Ador/Hilite.
Circle 22 an Roeadar Camiire Cavd

and increase your margin...call your
Hilite dealer for a package price.

ADOR/HILITE WESTERN

2401 W. Commonwealth Ave., Fullerton, California 92633

AIRCO/HILITE CENTHRAL

900 West Central Avenue, Toledo, Ohio 43610

LOOK/HILITE SOUTI

P.0. Box 911, Millen, Georgia 30442

Divisions and Subsidiaries of Rusco Industries, Inc.
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things. Reason: unwieldy committees.

e Their leaders sometimes ignore the
best source of advice.

® They often aren’t accustomed to facing
the responsibility that comes with a $2-
million mortgage.

® They often are reluctant to spend any
of their own money.

® They sometimes mask deep apathy
behind a veneer of enthusiasm.

To be successful, a builder must know
how to size up nonprofit sponsors. Robert
C. Boucher of Denver’s Mortgage Invest-
ment Co. has been doing just that for ten
years. He is one reason Denver pioneered
some housing projects for the elderly that
are still doing well today. Here's how
Boucher looks at a church:

1. How big is the church? Boucher pre-
fers a church with 1,000 members or
more. At that size, it probably has support
from a cross-section of the business com-
munity, plus an active woman’s group to
provide sympathetic care for tenants.

2. Can the church itself support the
project financially? Boucher studies the
church’s record in raising funds for over-
seas missions. “A housing project is a mis-
sion in itself,” he says.

3. Are all the members enthusiastic?
Boucher demands a binding public vote
on the project by the church members. He
also asks the ministerial staff to spell out
its motivation for the project in a letter.
And he keeps the church involved by re-
fusing to help it rent up the project.

Running a limited-dividend company. It
takes special care—and some luck—to pro-
duce a project that any builder is willing
to live with for 20 to 40 years. Two build-
ers who have—Harvey Coleman of Park
Ridge, N. J. and Walter Winchester of
Boston—stress these requirements.

1. A downtown site. This means the
builder may have to use sites bypassed by
others. Winchester put one two-story proj-
ect on piles.

2. A town big enough to support the
project. A town of 50,000 generally can
support a 150-unit project, the smallest
project Coleman and Winchester suggest.

3. Construction costs that do not out-
run local income levels. Coleman surveyed
Rhode Island and decided the income
levels were too low to support the higher
mortgage demanded by local construction
costs.

4. Non-restrictive local construction
codes. A fire code in Milford, Conn.,
would have added a disastrous 10% to
Coleman’s costs.

5. A level trend of local taxes. Coleman
won’t build in a town that doesn’t have a
level or declining tax rate over the last
ten years.

6. Management capable of close super-
vision. Coleman learned that lesson when
FHA fined him $20,000 recently for allow-
ing ineligible tenants to rent 40% of the
units in one project. “FHA didn’t give us
enough information in the beginning,”
says Coleman. “And some of the families
lied to us about their income; others broke
up faster than we could count them.”

10

A mayor’s drive for better housing
comes too late to avert race riots

Pat Hall, Omaha World-Herald

In his one year as mayor of Omaha, A. V.
Sorensen has done more to improve hous-
ing than the previous administration did
in four.

Sorensen—a retired millionaire indus-
trialist who donates his mayor’s salary to
a Boys Club—first sat down with Robert
C. Weaver, then head of HHFA and now
secretary of the Housing and Urban De-
velopment Dept., to find out how quickly
low-cost housing could be built outside
Omaha’s ghetto.

Then, with help from Urban America
Inc., Sorensen formed a local development
corporation to stimulate construction of
nonprofit housing. He won a $250,000
cash grant from the Eppley Foundation
and a promise of another $250,000 from
local businessmen.

Within eight months, the corporation
was waiting for FHA approval of its first
100-unit project and actively planning five
others.

But it was too late. On a sultry July
night with temperatures in the 90s, riots
erupted in a Negro slum of one- and two-
family houses. When sporadic rioting
ended two days later, 122 persons had
been arrested, 20 stores were damaged,
and Mayor Sorensen had doubled his
efforts to improve Omaha.

After a series of meetings with Negro
leaders, he attacked the main grievances—

OMAHA’s SORENSEN
After sleepless nights, a rest

slum housing, poor recreation facilities,
and inadequate job opportunities. Sorensen
turned a local ymMca into a job head-
quarters and continued to work around the
clock to ease the underlying “frustrations
and tensions” that triggered the rioting. At
week’s end, the mayor announced he
would press for state enabling legislation
to let Omaha ban race bias in housing.
Then, the 61-year-old mayor entered a
hospital to rest from the job he doesn’t
need—but that needs a man like him.
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Four-bedroom houses take
over Pittsburgh’s market

One of the few depth surveys of a metro-
politan housing market hints at what could
be a national trend. It shows (chart, above)
that houses with four or more bedrooms
have more than doubled their share of
Pittsburgh’s market in the last six years
and should account for 47% of the city’s
7,000 starts in 1966.

The annual survey of Pittsburgh build-
ers (238 this year)—made for Action-
Housing Inc. by Housing Economist Uriel
Manheim—also revealed that conventional
construction is rapidly gaining favor over
off-site fabrication. Of the builders report-

ing, 81% build conventionally—up from
56% in 1961. Other findings:

® Only one out of 15 buyers in the past
year was newly married.

® Prospects are looking for glamour,
omitting what the builders call real quality.

® Large-volume builders (50 units or
more) dominate the market. Of 143 build-
ers who put up 2,783 houses, only 20
accounted for 64% of the total.

Crawford hopes to upgrade
Inland Homes prefab line
“Buying upward is today’s trend,” says
W. Hamilton Crawford, new owner of In-
land Homes Corp. of Piqua, Ohio. “They
[Inland] stayed in the low-cost market too
long. We'll broaden the line and upgrade.”

Inland’s four plants manufacture houses
selling from $9,000 to $25,000, but many
go at $10,000 to $12,500. Revenue was
$4.6 million, off 28%, and net was
$101,922, off 74%, last year. Inland lost
$82,718 in its April quarter.

Crawford is president of Crawford
Corp. and Crofton Corp., which is build-
ing the new town of Crofton near Wash-
ington. He bought control of Inland from
the estate of Co-founder Eugene E. Kurtz.

Why?

“They have been in absentee ownership
since Mr. Kurtz died in 1964,” says Craw-
ford. “I can give them a shot in the arm.”

HOUSE & HOME



HE HOTTEST BUILDER ITEM
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“HUE-IN-0NE”

Front and rear

il ik Heating — Humidification — Cooling
Dehumadification — Electronic Air Cleaning
Yes, to the builder who is constantly
looking for new merchandising features, ALL IN ONE PACKAGE

WILLIAMSON’s new ‘‘Five-In-One’’
Yearound Indoor Climate Control Con-
sole should prove to be the hottest home
feature for 1966.

Smartly styled and handsomely stream-
lined, the new ““Five-In-One” is a furnace, ELECTRONIC
humidifier, cooling/dehumidification unit ik

CLEANER

and electronic air cleaner completely en- . . /% X o
closed in a single casing. Best of all, the - = T
new ‘‘Five-In-One” costs less and takes '

less space than a combination of com- ELECTRICAL

parable capacity elements purchased as
separate units and assembled into a total 1 :
comfort package. HUMIDIFIER e

The WILLIAMSON “Five-In-One” is
available for use with natural gas, L.P. gas : i e
or fuel oil. Heating capacities range from R e ol
80,000 BTU/H to 150,000 BTU/H. Cool- i
lingcapacitiesavailable from 25,000 BTU/H
to 57,000 BTU/H.

Regardless of your building plans for 1966,
it will be worth your time to take a “look-
see”” at WILLIAMSON—the broadest line
of quality heating and cooling equipment
in the industry.

FURNACE
HEAT
EXCHANGER

(Gas shown—can be 0il)

The Williamson Company

Dept. M-81
3334 Madison Rd., Cincinnati, Ohio 45209
(513) 731-1343
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CHICAGO’S SOUTH COMMONS PROJECT

PIFTSBURGH’S 148-ACRE PENN PARK

Three new approaches to urban renewal

They were announced in Oakland, Chi-
cago, and Pittsburgh, and each is an am-
bitious experiment in its own right.

Oakland: The Beneficial Development
Group-Sproul Homes syndicate closed a
$1.7-million deal, buying a coveted 34.5
acres in the Acorn Project from the city’s
redevelopment agency. Plans call for a
$15-million, 900-unit development, includ-
ing 860 townhouses and a shopping cen-
ter. Most units will be rented ($90 to
$145 a month), but some will be co-ops.

Sproul’s participation marks a rare
entry of a one-family-housebuilder into
urban renewal. It is the first of Oakland’s
efforts to attract smaller residential builders
into renewal. Contracts will be going out
shortly to from ten to 20 builders to reno-
vate the 200-acre Oak Center Project, an
area of run-down Victorian homes ad-
joining the Acorn land.

Chicago: McHugh-Levin Assoc.
launched an imaginative venture in social

and economic integration with its 1,406-
unit South Commons project (photo, left).
The $20-million development is said to
offer the widest price range of any urban
renewal housing in the country: 670
upper middle-income units (in 22-story
and five-story buildings) will rent for
$112 to $350 a month; 330 units (one
high rise plus four-story townhouses) will
rent for $95 to $175 a month; and 72
townhouses will be sold for $30,000 each.
McHugh-Levin bought the 30.6 acre site
from the city for $1.07 million.
Pittsburgh: The Pennsylvania Railroad
revealed a plan to tear down and rebuild
a drab 148-acre industrial area, trans-
forming it into a model downtown busi-
ness and residential district (photo, right).
The project, six times larger than Pitts-
burgh’s famed Golden Gateway, will be
financed by the railroad. Final plans and
costs aren’t in yet, but the estimated cost
of land alone is $40 to $50 million.

Cleveland revamps renewal—at last

When hostile critics complained of some-
thing rotten in federally sponsored urban
renewal, it was often with nose downwind
from Cleveland’s renewal program. And
since 1961 when the city was first allotted
$16.2 million for its 885-acre University-
Euclid project, the conduct of adminis-
trators has given the critics ample oppor-
tunity for howls of protest.

One example came in a May report by
the U. S. General Accounting Office,
made at the request of Rep. Charles A.
Vanik (D., Ohio). In the core of Cleve-
land’s renewal area, the festering Negro
slum called Hough, the Gao came up with
these findings:

e Rehabilitation work, to have been
finished by 1967, is only 12% completed.

e Not a single new residential unit has
been started. Original plans have been cut
from 1,693 units to 1,229.

Even as the GAo report was being writ-
ten, the city’s urban renewal department
was reorganized under a new director,
Barton R. Clausen. But the sins of the
forebears continued to return.

Still another blow came then from an
unexpected quarter—the Cleveland hear-
ings of the U. S. Commission on Civil
Rights. To the embarrassment of the fed-

12

eral Housing and Urban Development
Dept. (HUD), the most poorly kept secret
in the city finally received official recog-
nition: for three years, in direct violation
of renewal regulations, Cleveland had not
enforced the housing code in Hough. Ugly
charges were aired that the city ran build-
ings down purposely to lower their sale
value at demolition time.

Stung by the findings and fearing a
wholesale smear of urban renewal, HUD
Secretary Robert C. Weaver resorted to
an extraordinary move: He threw an in-
vestigative task force into Cleveland and
last month (together with Clausen and
Mayor Ralph S. Locher) came up with a
short-term, 16-point program to salvage
the city’s renewal program. To give Cleve-
land a new start, the city must:

® Incorporate rehabilitation standards
into its renewal program by November.

e Correct housing-code deficiencies and
enforce the code vigorously.

® Begin intensive rehabilitation by Sep-
tember and demolish 50 vacant city-
owned buildings this month.

Even as work began, the ghetto erupted:
Hough was torn by two nights of riots
that left two persons dead. It took 1,600
National Guardsmen to restore order.

Next on the labor agenda:
a guaranteed workweek?

A complex proposal that contractors guar-
antee 1,600 hours of work yearly to union-
ists surfaced last month as Labor Secretary
Willard Wirtz’s answer to wage inflation in
the building industry.

Contractors aimed a volley of criticism
at details of the Wirtz plan, but Wirtz
stood firm. Seasonal building work, he in-
sisted, must be spread throughout the year.

Wirtz regards the hire-in-summer, fire-
in-winter pattern of many U.S. builders as
a luxurious habit they can no longer af-
ford. He is already asking U.S. agencies
to space bidding for building and highway
contracts over 12 months instead of bunch-
ing them in the spring. New technology
and building methods have made obsolete
reluctance to build in winter, he argues.

By his new prescription, Wirtz clearly
aims at countering labor’s argument that
union tradesmen need hefty hourly wage
settlements to make up for the seasonal
pattern of their work. Settlements last year
averaged 3.9% vs. 3.2% guidepost.

To rescue the crumbling guidepost,
Wirtz stepped into a bitter New Jersey
contract dispute after contractors and
Operating Engineers Local 825 had agreed
upon a 9% hourly wage hike in January.
For three months he and New Jersey
Labor Commissioner Raymond Male
probed the seasonal pattern of building be-
fore making their proposal last month.

They called upon contractors to guar-
antee 40 weeks—or 1,600 hours—of work
to union members who had worked more
than 700 hours in the industry the previ-
ous year. Employers would pay 20¢ hour-
ly for each manhour worked to finance a
new development corporation that both
parties would set up. When work slack-
ened, the development corporation would
undertake a wide range of public projects
and thereby provide new jobs.

But contractors object that the develop-
ment company might become a public
company competing with themselves.

A developer’s past is
now prologue with FHA

To smooth the welts raised by brickbats
from Sen. John Williams (R., Del.), FHA
now requires builders, investors, consult-
ants, and apartment packagers to tell all
about their past experience with the agency
when seeking mortgage commitments.
Specifically, they must give details of any
mortgage defaults in previous ventures.

Using General Accounting Office re-
ports, Sen. Williams had shown that some
FHA district offices had insured apartments
sponsored by persons or groups who had
defaulted on other projects in other areas.

Sen. Williams, meanwhile, accused FHA
of losses “far greater than they are admit-
ting publicly” on foreclosures. In the last
six months of 1965, he charged, FHA lost
$3,328 per unit on 4,491 resold apartment
units and $2,909 per house on 24,073 re-
sold houses. He said FHA lost 45% of its
original mortgage amount on apartments.
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This homeowner doesn’t do much around
the house. Vinyl is the reason. Windows,
for example. Frames, jambs, and in one
type, the entire exterior cover is made of
Geon vinyl. These won't need painting or
freeing because they won't swell or warp.
Even after years of use, they can be as
beautiful as the day they were installed
with just an occasional washing. Fur-
thermore, they resist weather, fire, denting.

(it’s called the snooze)

Siding of Geon vinyl beautifies new and
older homes—and minimizes upkeep. Add
gutters and downspouts that won't rust
or rot and shutters that need no paint and
you have yourself more snooze time—
or play time.

So, whether you buy, build, or re-
model, be sure to con-
sider building products
made with Geon vinyl.
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B.F.Goodrich Chemical Company

3135 Euclid Avenue, Dept. H-6
Cleveland, Ohio 44115

I'd like to see manufacturers’ literature as
follows: [] Vinyl siding [] Vinyl clad windows
[J Windows - vinyl components [] Vinyl gut-
ters and downspouts [] Vinyl shutters.

Name
Address.
City.
State Zip

B.EGoodrich Chemical Company

a division of The B.F.Goodrich Company



Holiday Innkeepers show way for Medicare-center builders

Two Midas men from Memphis who made
their Holiday Inns this country’s top motel
success story have now begun building
medical care centers. Because Wallace E.
Johnson and Kemmons Wilson have sel-
dom been known to bet on losers, builders
interested in profitable new ventures will
surely pay heed.

Homeouilder Wilson put up the first
Holiday Inn in Memphis in 1952 after a
cross-country auto trip left him dismayed
with the state of the nation’s motels. In
1953 he entered partnership with Johnson,
a small-house mass producer already widely
known as “that prayin’ millionaire from
Memphis.” By 1965 their Holiday Inns
of America Inc. was earning $4 million
a year on $74 million in gross revenues
from 587 inns.* As a further testament
to its success, it had imitators in virtually
every state.

Now the two friends have organized
Medicenters of America to build conval-
escent shelters that will care for inpatients
between hospital exit and normal life re-
entry. The program is one of the first big
construction projects to provide facilities
for use under the Federal Health Insur-
ance for the Aged Act, and Medicenters

#Or $1.13 per share on 3,494,854 shares, which
traded from 293% to 433 on the New York
Stock Exchange durmmg the first half of 1966.

Memphis Press-Scimitar

WILSON and JOHNSON ~

is expected to produce a blueprint for
builders interested in taking advantage of
the Medicare legislation (NEws, Sept.
'65). Because the company will be the
general contractor for up to 400 licensee-
owned centers, it will have to become a
builder of major proportions.

California to Boston. Four licensed
Medicenters, with 346 beds, are already
in operation in Houston, Tex.; Santa Clara,
Calif.; and Wilmington and Winston-
Salem, N. C. Four others, with 345 beds,
are being built under license commitments
in Columbia, S. C.; Lewisburg, Tenn.;
Hopkinsville, Ky.; and Evansville, Ind.
Licensed centers, with 517 beds, are

planned in six more locations, and depos-
its have been received for another 29 sub-
ject to feasibility studies.

But Medicenters Inc. wants to build
and operate four centers of its own, and
that will cost $5,250,000. It will offer
150,000 shares of stock at $10 a share,
the rest of the money in mortgages.

“The company anticipates that substan-
tial additional debt and equity financing
will be required from time to time,” Medi-
centers says. It lists equity at $749,268,
with 305,000 shares outstanding. It has
posted no earnings results for the four
licensed centers now operating.

The first company-owned center will be
a six-floor facility with 270 beds in the
Memphis Medical Center Project. The
four-acre site alone will cost $477,000, or
about $1,800 a bed.

A center with 186 beds will go up in
Nashville, Tenn., and another with 248
beds in Boston. The fourth location, for
186 beds, is undetermined.

Lease terms. The company’s standard
license fee is $100 a bed or $5,000, which-
ever is greater. Medicenters takes 3% of
the revenue received by the licensee.

Medicare will pay the major part of
“extended care” up to 100 days for elderly
persons after three days’ hospitalization.
Centers will serve younger patients too.

How Advance Mortgage raised
profits in a poor loan market

“We priced defensively to avoid the pos-
sibility of loss,” explains Advance’s presi-
dent, Irving Rose. “We accepted the risk
of losing volume to do this.

“We've never been out of the market
and we won’t be. We'll take any mort-
gage in any of our markets anywhere—
at the right price.”

The big Detroit mortgage banker—
fifth in national ranking with $836,133,-
000 in servicing—set records in profit
from operations despite the least favor-
able mortgage market in its 27-year ex-
perience. Earnings for the year ending
April 30 were $601,199, or 85¢ a share,
compared to $523,053, or 74¢ a share a
year earlier. Volume in mortgages closed
was actually down—$208,328,843 com-
pared to $210,214,291. The company
opened two new offices, now has 17.

Building stocks. Under the impact of
tight money, House & Homg’s monthly
index of 74 building stocks dipped from
6.83 to 6.52. Several s&L issues gave up
a full point, among them the First Char-
ter and Financial Federation holding com-
panies on the West Coast. The averages:
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US; Home & Devioe 1 By R g e ¥ . McCulloch Oil® — 3%
: 3 ot S T So. Rlty. & Util.® + %
Jim Waltere .. St Associated Mtg. 6vad  — 3% e . S
Del. E. Webb¢. = Charter 214 ey UMBSEAP | ynrsstsssbesnoda
Colwell ... Ca NS S
Cont. Mtg. Inv.c ...251% — P
» Cont. Mtg. Ins. ... 454 — A a—stock newly added to table. b—
* FNMA ........ - 713 — g closing price ASE. c—closing price
BREEABRILATION First Mtg. 1234 — 134 NYSE. d—not traded on date quoted.
Admiral Homes S ) o Kissell Mtgb v 838w g—closing price MSE. h—closing price
Albee Homes G I T S Lomas & Net. Finp.. 314d — 14 PCSE. k—not available. p—formerly
* Continental Homes 3V& — Y MGICE ... 241/ — 1 Wallace Investments. gq—formerly San
Gt Lakes Homes e L0 0 Lievenss * Mortg. Mok e — 1Y4 Diego Imperial Corp. =*—mnot included
Inland HomesP 41/5d = » Southeast Mtg. Inv. 734 — 2 in averages. x—adjusted for 4-for-3
Modern Homes . 238 — 54 United Imp. & lav.b 315 — 34 split. y—tender offer.
Natl. Homes A.S..... 3Vs — Y
» Nationwide Homes.. 13%a St o
« Scholz HomeS.cewes 4d = Sources: New York Hanseatic Corp.,
+ Seaboard Homes..... V& + Y LAND DEVELOPMENT Gairdner & Co., National Assn. of Secur-
Stee| Crest Homes... 4 =+ e ities Dealers, Philip Beer of Russell &
SWift: Industrles: . 28 80 il All-State Prop. ... 26¢ |— &¢ Saxe, American Stock Exchange, New
 American tand .o 1 G York Stock Exchange, Midwest Stock
Am. Rity. & Pet. +1 7 Exchange, Pacific Coast Stock Exchange.
Arvida .ooeeeee T Listings include only companies which
Atlantic Imp. . — 1Y derive a major part of their income from
S&Ls Canaveral Intl.b + housing activity and are actively traded.
American Fin. . +1%  SHORT-TERM BUSINESS LOAN RATES
Calif. Fin.c — % P F =
ATy o i e L BTN ercent interest and (net change) in year
Enitire BEin She ) 7 other Northern 11 Southern
Eauitable S&L . 1314 — s LOAN SIZE New York City & Eastern cities & Western cities
Far West Fin.c 6Y2 — 1% $1-10 ... 5.92 (+.30) 6.10 (+.25) 6.23 (+.21)
Fin. Fed.c ... 134 =1 $10-100 5.78 (+.42) 6.05 (+.50) 601 (+.33)
First Char. 1234 1t $100-200 . 5.66 (+.56) 5.82 (+.56) 5.77 (+.41)
First Fin. 44 S $200 and ov 5.34 (--.72) 5.46 (+.61) 5500 (51
First Lincoln F 638 + %
First Surety .c..eees 27/ — A Source: Fed. Reserve Board, April.
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Two youngsters and a tricycle (150 Ibs.) are easily supported by 3%¢” PPG Herculite K
Tempered Safety Glass from a Safety Shield door.

You’ve got a strong selling point
with Safety Shield patio doors.
They’re made with PPG Herculite’ K Safety Glass.

And they're backed by heavy advertising in national
publications reaching your best home-buying pros-
pects. Four-color, full-page advertisements in
Reader’s Digest, Life and other important magazines
are getting the word to the home-buying public.

Install patio doors made with PPG HEeRcuLITE K
Tempered Safety Glass. Use the Safety Shield emblem.
Point it out to your prospects. It assures them that they
can have all the fun of indoor-outdoor living in com-
plete safety. Ask your patio door supplier for the de-
tails or write: Pittsburgh Plate Glass Company, One
Gateway Center, Pittsburgh, Pennsylvania 15222.

B

PPG makes

the glass e ratall

ake sure the patio doors you insta
that '_nakes have the Safety Shield. Your customers
the difference will be looking for it.




What are your
treatment plant needs?

Smith & Loveless '‘Oxigest”® sewage treatment plants
are ‘‘sized” to fit the many requirements of residential and
commercial developments located beyond municipal sewage
facilities.

The factory-built “‘Oxigest’’ ranges from 20 to 350 persons
per day, with parallel installations offering even greater
capacities. The factory-fabricated, field-erected ‘‘Oxigest’
serves up to 50,000 persons per day.

“Oxigest’” sewage treatment plants provide dependable,
odor-free, nuisance-free domestic sewage treatment . . .
require little land, and can be installed close to occupied
buildings.

Builders and developers will profit
by seeing our color-sound movies of
"Oxigest”” sewage treatment plants.
There's no obligation,

(5646)

ONE OF THE UNION TANK CAR COMPANIES @
®
Sheet & brvetiss .

MAIN PLANT: LENEXA, KANSAS 66215 e DEPT. 70
(Near Kansas City, Missouri)

Manufactured by Smith & Loveless and its licensees at Oakville, Ontario
® Osaka, Japan ® Denbighshire, England @ Brussels, Belgium e Helsinki, Finland
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Burke & Dean
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AIREA’s FENTON
“We must unite”

SREA’'S HORTON
“Recognize the residential specialist”

Appraiser groups smoke peace pipe
to end house valuation confusion

For more than 30 years, lenders
and builders wanting a house val-
ued have been able to pick be-
tween an M.A.IL appraiser (Mem-
ber of the American Institute of
Real Estate Appraisers) or an
S.R.A. appraiser (a Senior Resi-
denital Appraiser who belonged
to the Society of Real Estate Ap-
praisers).

Last month the two trade asso-
ciations began talking amalga-
mation to clear away the confus-
ing verbiage. Observers gave the
move a good chance to succeed,
largely because both association
presidents—Harry R. Fenton of
AIREA and Edward B. Horton Jr.
of srREa—favor ending the divi-
sion.

The associations appear to
have hurdled the stumbling block
in previous merger efforts—how
to classify persons qualified to
appraise only houses. Fenton’s In-
stitute ended a time-honored shib-
boleth and agreed to admit “resi-

dential affiliates” who specialize
in houses; M.A.Ls continue as
appraisers of industrial and com-
mercial property as well.
Horton’s Society, an outgrowth
of house appraisers for savings
and loan associations, said “the
anticipated recognition of the
residential specialist as a profes-
sional in his own sphere along-
side the broader-based appraiser”
created the climate for union.
But amalgamation could pro-
vide an unexpected dividend:
stronger enforcement of ethical
standards for appraisers.
Appraisers have been taking
their lumps recently; demand for
appraisers is high and “the prac-
tice is now attracting those jackals
who smell good fees,” stated the
Institute’s Horton in opening
talks. Disclosure of fraudulent
valuations to obtain inflated mort-
gage loans last year (NEws, Feb.,
May ’65) has spurred drives to
license appraisers in some states.

Prefabbers shuffle top staff job

J. A. Reidelbach Jr., a six-year
veteran staffer of the Home Man-
ufacturers Assn., resigned last
month as HMA executive vice
president.

He announced no immediate
plans but indicated his long affili-
ation with both the home manu-
facturing and construction indus-
tries would keep him close to the
general building field in some
formal capacity. Reidelbach, a
registered professional engineer,
was HMA technical director be-
fore taking full charge in 1963.

HMA directors named James
L. Dooley of Louisville as his
successor. Dooley, who assumed
his duties immediately, has been
active in public relations and
trade association membership de-
velopment and services.

HMA President Ralph Lester of
Continental Homes is aiming at
quadrupling HMA membership
from its April level of 50 com-

panies, and Dooley’s recruiting
experience will aid this drive.

Lester reports membership is
continuing to expand and expects
to reach his goal by next July.

To spur the drive HMA cut its
dues schedule and adopted new
bylaws to open active member-
ship to component makers as well
as firms manufacturing complete
house packages.

ASSOCIATIONS: Charles M.
Nes Jr., Faia of Baltimore, is
new president of the American
Institute of Architects. The Den-
ver convention that elected Nes
voted to favor the Johnson Ad-
ministration’s plan for demonstra-
tion cities now before Congress.
Dr. Saul B. Klaman has been
elevated to vice president and
chief economist of the National
Association of Mutual Savings
Banks. Dr. George Hanc succeeds
Klaman as research director.
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Townhouse development, San Rafael, California
Architects: Bushnell, Jessup, Murphy & Van de Weghe
Certigrade Shingles, # 1 Grade, 16" Fivex

with 5" to the weather.

q&\“\\\NG TOUCH g5
D)

g o
#INGLES & HAND®

Red Cedar Shingles: Symmetry to set off a bold design.

The peculiar symmetry of red cedar shingles is an interesting
thing to ponder. They can be applied to microscopic toler-
ances, so clean of line that a bold design will practically leap
out at the beholder. And yet, beneath it all, they radiate a
warmth and shingle-by-shingle individuality that makes a
bold design easy to meet and easy to live with. Further, red
cedar provides the kind of toughness and reliability that

helps a client enjoy his investment to the fullest. You'll find
detailed information on Certigrade shingles (and Certi-Split
handsplit shakes) in our Sweet’'s catalog listing, 8d/Re. Or
give us a call, or write.

RED CEDAR SHINGLE & HANDSPLIT SHAKE BUREAU
5510 White Building, Seattle, Washington 98101
(In Canada, 1477 West Pender Street, Vancouver 5, B.C.)




Keep Plans Organized
at Your Desk

LA

Plan Hold e Desk High Square Tube Cabinet

Designed to attractively complement your office decor, this
unit files your active plans and drawings within arm’'s reach.
Desk height adds work space when laying out plans. The 80
Square Tubes hold drawings up to 29%2" wide and any length.
Index card on inside of door identifies each drawing. Door is
reversible; lock provides security. Send for 16 Page Catalog
showing other Plan Hold Filing Systems. Write Dept. H63, Box
3458, Torrance, California 90510.

1

rrO%ﬂPLAN HOLD CORP. = World's Largest Manufacturer of Plan Filing Systems

." Torrance, Calif. & Aurora, Ill. » Plan Hold Company of Canada, Toronto 18
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MAKE YOUR OWN PRINTS . ..

LOWEST PRICE TAG IN THE WORLD

for Printer-Developer Combination

i L ”W *1’
it's the best il =R
hecause
it's made by L

: " ) ("PERFECT mn"dv
Rotolite = |

:
s
—

UND =0 YDELS Sooner or later,

HER 19950 just ahout
6 OT 3‘ 06 :
“M , CATAL everyhody
SEND ‘O buys a
Rotolite

Do you send out for Blueprints? This combination makes prints right
in your own office.

“EXPEEDITER” PRINTER, has fin-
ger tip speed control, employs the
fastest diazo lamp in the market.

“THERMOMATIC” DEVELOPER is
automatic and features new
AMO-FLO container for quick,
easy draining and refilling. No
tubes to clog. No venting.

SEND FOR FREE CATALOG

Kotolite si.ts core.

328 Essex St., Stirling, N. J. 07980 - Phone: (201) 647-1040 AJ8
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GOP Home Loan Bank Board seat
opens as delaittre departs for MBA

The White House is searching
for a Republican to occupy a key
minority spot on the three-mem-
ber Home Loan Bank Board,
supervisory agency of the nation’s
$130 billion s&L industry.

The vacancy opened when
John delaittre, a member since
1962, told President Johnson he
did not seek reappointment when
his term expired June 30.

Delaittre will become execu-
tive vice president of the Mort-
gage Bankers Assn, Nov. 2, suc-
ceeding Samuel E. Neel. Neel,
the association’s general counsel
for 14 years, took on the extra
chore of executive vice president
in the spring of 1965 until a per-
manent staffer was chosen.

No stranger to mortgage lend-
ing, deLaittre, 57, was president
of the Farmers and Mechanics
Saving Bank in Minneapolis be-
fore joining HLBB, and 1959-60
president of the National Asso-
ciation of Mutual Savings Banks.

Vincent Finnigan

REPUBLICAN deLAITTRE
Stepping down as an S&L watchdog

A Harvard-trained lawyer, de-
Laittre stirred controversy a year
ago by suggesting in a Los An-
geles speech that lenders might
hold builders to a 30-day inven-
tory of unsold houses (NEwsS,
April ’65). The warning came
too late to prevent overbuilding
in California (see p. 82).

UA discord: Lash out, Slayton in

The unceremonious resignation of
James E. Lash last month from
the executive vice presidency of
Urban America Inc. surprised
everyone, most of all his succes-
sor and close friend, William
Slayton. But suave ua President
Stephen R. Currier wasted no
time on niceties in explaining the
change as a personality and pol-
icy conflict.

Purred Currier: “It was in the
cards that we’d have to have a
new executive and a new look
at the field. Mr. Lash felt his
services were superflous.” (“Al-
s0,” he added, leaving a foot of
room to read between the lines,
“there was another conflict.”)

Lash’s walkout revealed the
not entirely harmonious rumble
of policy realignment that had
been going on since last Decem-
ber when Urban America was
formed by merging two civic
groups (NEws, Feb.). Action
Inc., founded 12 years ago and
led by Lash since 1956, was
oriented to immediate improve-
ment of physical facilities and
was heavily supported by busi-
nessmen. The American Planning
and Civic Assn., a 61-year-old
group supported by foundations,
architects and city planners, had
much broader esthetic and theo-
retical aims, encompassing the
problem of environment and
future problems of urban living.
Patently, the foundations and
city planners prevailed in the
policy scramble.

Said Currier: “We have a very
different and larger program here

than Action’s.” Said Lash: “I am
interested in what . . . private
business can do . . . to solve

urban problems and improve ur-
ban amenity.”

Slayton’s star rose as quickly
as Lash's fell. Quitting his
maligned job as director of the
Urban Renewal Administration
only last March to formulate an
idea center for ua, he was quick-
ly named Lash’s replacement.

With the reorganization nearly
completed, ua will be moving
the bulk of its activities to Wash-
ington, with the particular aim
of working closely with HUD.
uUA’s local development services
division will use its million-dollar
budget to release “hundreds of
millions more” in federally in-
sured mortgages and interest and
rent subsidies. UA’s magazine,
Architectural Forum, will remain
based in New York.

Slayton is currently organizing
UA’s upcoming national confer-
ence on urban problems, called
“Our People and Their Cities.”
At this conference, to be held in
Washington Sept. 11-13, Currier
will formally announce the re-
vamped policy of Urban America.

DIED: George H. Knott, 60, who
built The Mortgage Banker mag-
azine from a newsletter to the
respected journal of the Mortgage
Bankers Assn. in 31 years as edi-
tor, June 25 in Chicago.
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Now! Kentile® Gemstone Asphalt Tile. Its subtle beauty offers you a real selling fea-
ture. Easy to keep clean, too. Gemstone colors: six. Shown here with feature strip.

New Gemstone! Rich appearance that’s a ““first” in asphalt tile!

m E n E Give your model homes the luxury look—but at asphalt tile price!

The exceptional surface of Kentile Gemstone actually rivals more

m E E expensive floors. For commercial use, too. Ask your flooring man.



36” Base Cabinet has full width Handy cutlery section has dividers . Lazy Susan has easily accessible Wall cabinet shelves are fully
roll-out shelves. and concealed flatware drawer. metal shelves and convenient self- adjustable %" solid lumber.
centering closing action.



Install this unique

Kemper

kitchen in every home you build

Offer a custom appearance
and complete decorating freedom
with this competitively priced
all wood kitchen.
Have your cake and eat it too! It may be pos-
sible with Kemper's Provincial Styled Kit-
chen.Builders installing this quality, all wood
kitchen enjoy the purchasing and installa-
tion advantages of standardizing on one
kitchen. Atthe same time their sales people
benefit from selling a customized kitchen
.. a different and appealing look in every
home they build.
Kemper's patented Varipanel® door front
feature makes this all possible. Here's how
it works. Each door front is held firmly in
place by vinyl retaining strips. These strips
easily remove to permit a reversal of the door
panel. The standard, warp free panel, is a
grain print to match the wood cabinet. The
reverse side is a smart looking woven grass
cloth pattern that complements the wood
(see kitchen at left).

Unlimited decorating effects can be
achieved by replacing these panels with
figured glass, decorative laminates or
screening and many, many other inexpen-
sive materials available at your local stores.

See the Provincial, Traditional and Colony
Line Cherry Kitchens at your nearby Kemper
Distributor (He's in the Yellow Pages) and
write us for your free, full color kitchen and
bathroom vanity and lavanette catalogs.

Mortise & tenon construction as-
sures maximum cabinet strenath.

Special 3 point suspension system,
heavvdutvnvlonrollersand uniaue

All door frames and drawer fronts
are select Appalachian Mabple.



Hydronic systems start here...
the accessory package makes 'em work

Heating/Cooling systems using water as the medium
of heat transfer require precise control of pressure,
temperature and hydraulic balance. Bell & Gossett
makes the accessories you need frorn Pressure Re-
ducing Valves to maintain system pressure to Booster
Pumps, Thermoflo Indicators...to Triple Duty Valves
used for final balancing. This ‘‘package’’ of control
devices from a single manufacturer makes buying
easier...assures true design performance because
they are built to work together.

But, equipment’s only half the story. Real savvy in

equipment selection is where B&G's Stocking Repre-
sentatives’ years of hydraulic system specialization
pay off! These men, located from coast to coast, can
help you design systems that deliver all the inherent
benefits of hydronics.

Ask your B&G Stocking Representative about the
full line of Hydronic Accessories, or write for Bulletin
A-50 to ITT Bell & Gossett. Fluid Handling Division,
Morton Grove, lll., Dept. 10P.

/\.\
o
“50 Years of Quality, Leadership and Service’’ G

BELL & GOSSETT ITT

A Division of International Telephone and Telegraph Corporation
In Canada, contact ITT Industries of Canada, Ltd., Guelph, Ontario
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with fashionable Moe Light

She's as style-conscious of decor as she is of clothing. She'll decide
whether to take a second look at your model homes. So give her
something special to remember: a Moe Light chain-hung styling
with brilliant suede blue shade and black-silver finish.

For more ideas on how to sell the fashionable homemaker, write
to Residential Lighting Division, Thomas Industries Inc., 207 East
Broadway, Louisville, Kentucky 40202.

s MOE LIGHT

THOMAS INDUSTRIES INC.



The men in front of The “OVERHEAD DOOR”

Fully transistorized, portable
transmitter opens and closes
garage door automatically by
radio control from your car.

Select The ““0VERHEAD DOOR” and
get much more than just a door. -
Get the industry’s widest

choice of materials, styles,

sizes and designs.

Get the dependability of the
finest electric operator,

perfectly matched to each
individual door.



also stand behind it.

Get the experience of the
company that originated the
upward-acting door.

Get the confidence of the firm
that’s built more than eight
million doors.

Get the service of the largest
finest, network of factory-

9

Get the number of your
minutes-near distributor
listed under ““OVERHEAD
DOOR” in the white pages of
your phone book. Give him a
call and get an expert.

For more of what’s behind
The ““OVERHEAD DOOR”’,

SINCE Hhe W'f,;,d/ 1921

al Offices: Dallas, Texas 75202

oMM AVEDULT AN MANAD
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What’s behind The “OVERHEAD DOOR”?

Counterbalance design for easier opening. Longer
life because it’s made of the finest materials. Easier
sales because it’s a name known and trusted since
1921. The “ovERHEAD DOOR” and electric operator
save you time and money because they are installed,
warranted and serviced by your local factory-trained
distributor of The “oVERHEAD DOOR’. Insist on the

genuine and original. Get The “0VERHEAD DOOR”. It’s

the door you can stand behind; because we do.

For further details call your local distributor listed
under “OVERHEAD DOOR” in the white pages of your
phone book; or refer to our catalogue in Sweet’s
Architectural File. Another open and shut case for
The ““OVERHEAD DOOR’.

-

TRADE MARK i

Gy

SINCE &‘”‘?”"“/

1921

OVERHEAD DOOR CORPORATION ° General Offices: Dallas, Texas 75202 * Manufacturers of The “OVERHEAD DOOR” and electric operators for residential and commercial buildings



House & HOME presents locations, sponsors,
architects and estimated costs of representative
new projects costing over $500,000 as gathered
by ENGINEERING NEWS-RECORD and F. W. Dodge
Co., division of McGraw-Hill Inc. to alert build-
ers, lenders and contractors to new business.

CALIFORNIA—CHULA VisTA: 150 houses, $2.2
million. Builder: Dass Construction, San Diego.
Plans: Henry F. Bugenhagen, La Jolla. DaIry
VALLEY: 66 houses, $1.5 million. Builder: Sub-
urbia Inc., Santa Ana. Plans: Kermit Dorius,
Corona Del Mar. DaNA PoINT: 52 houses, $1.3
million. Builder: George Meeker Construction,
Arcadia. FOUNTAIN VALLEY: 120 houses, $2.6
million. Builder: Luxury Homes, Anaheim.
Plans: Noegle & Molone, La Jolla. FULLERTON:
100 houses, $2.2 million. Builder: Luxury Homes,
Anaheim. Plans: Noegle & Molone, La Jolla. La
JorLra: 60 houses, $2.5 million. Builder: Dunham
Moreau Development, San Diego; Apartment
complex, $2 million. Sponsor: Dr. J.P. Cole,
c¢/o Tucker, Sadler & Bennett Inc., San Diego.
LA Megsa: 89 houses, $1.5 miilion. Builder: Par-
dee Construction, Los Angeles; 60 houses, $2.4
million, Builder: Dunham Moreau Development,
San Diego. Los ANGELES: 112 houses, $2.2 mil-
lion. Builder: Kaufman & Broad Building. Plans:
Frank Gonzales, Orange. PLACENTIA: 62 houses,
$1.8 million. Builder: Four Season Homes, Costa
Mesa. Plans: Frank Gonzales, Orange. RIVER-
SIDE: Apartment, $2.3 million. Sponsor: River-
side First Baptist Home Inc., c/o Flewelling &
Moody, Los Angeles; Subdivision, $1 million,
Builder: Gunther & Shirley, Sherman Oaks. SAN
CArLOS: Houses, $2 million. Builder: Lake Ter-
race Homes. WEsST Los ANGELES: Condominiums
and subterranean garage, $10 million. Sponsor:
Aluminum Company of America, Los Angeles.
Plans: Charles Luckman Assoc., Los Angeles.

GEORGIA—ATLANTA: Apartments, swimming
pools & golf course, $26 million. Sponsor: Cous-
ins Properties and Fidelity Mutual Life Insur-
ance. Plans: Cooper Salzman & Carry; Apart-
ments, $2 million. Sponsor: Curtis Young, Col-
lege Park. Plans: Phillip Windsor; Apartments,
$2.1 million. Sponsor: East Valley. Plans: Ted
Levy. GAINSVILLE: Apartments, $1.6 million.
Sponsor: Tom Northcutt, Atianta. Plans: Ted
Levy, Atlanta. GarpeN City: Housing subdivi-
sion, $672,000. Sponsor: Paloma Inc., Savannah.
Plans: Vernon Nowell, Savannah. HAPEVILLE:
Apartments, $4.5 million. Sponsor: International
Off Park Corp. Plans: Donald B. Schwenn,
Phoenix, Ariz. MARIETTA: Apartment, $3.6 mil-
lion. Sponsor: Dowling Reaity, Atlanta; Apart-
ments, $2 million. Sponsor: Paul E. Thomas;
Apartments, $1 million. Sponsor: E. L. Mullinax.

ILLINOIS—ARLINGTON HEIGHTS: 42 houses, $1.6
million. Builder: J. G. Thomas, Skokie. Plans:
Jerrold L. Brim, Chicago. BELVEDERE: Apart-
ments & swimming pool, $1.5 million, Sponsor:
Ladd Enterprises. CHAMPAIGN: Apartments, $3
million. Sponsor: Campus Development Corp.
CHicAGO: Apartments, $2 million. Sponsor: c/o
Chester A. Stark, architect, Glenview. HECKER:
Apartment & shopping center, $2 million. Spon-
sor: Hecker & Crossroads Market Corp. Plans:
Frank E. Bauers, St. Louis, Mo. PARK RIDGE:
Apartments, $6.7 million. Sponsor: Bristol Court.
Plans: Sellergren Inc. Rockrorp: 100 houses,
church, recreational area, parking lot and new
road, $1.3 million. Sponsor: John Knox Assn.
and Dr. James B. Adamson, pastor, First Pres-
byterian Church. Plans: C. Edward Ware, ViLLA
ParRk: 60 houses, $1.5 million. Builder: Giase &
Fillipine, Elmwood Park. Plans: Ray Basso &
Assoc., Chicago.

INDIANA— CrROWN PoOINT: Apartments, $2 mil-
lion. Sponsor: ¢/o David Katz, Gary. DUNLAP:
Apartments, $1 million. Sponsor: Dean Baker,
Elkhart. Plans: Wiley & Miller, Elkhart. Fort
WaAYNE: Apartment, $750,000. Sponsor: Brent-
wood Apartment Corp. Plans: Vance Rammel.
FrANKLIN: Townhouse apartments & shopping
center, $1 million, Sponsor; Fred Frisch, Indian-
dpolis. Plans: David Hill, Seymour, GREEN-

BUSINESS IN THE MAKING

CASTLE: Dormitory, $1.2 million. Sponsor: De
Pauw University Board of Trustees. Plans: Hola-
bird & Root, Chicago. HAMMOND: Apartment,
$680,000. Sponsor: Donald Gardner. Plans:
Livingston & Assoc., Aurora. INDIANAPOLIS:
Apartment, $2 million. Sponsor: C.W.D. Devel-
opment, c/o Superior Roofing & Siding; Apart-
ment, $1.5 million. Sponsor: Klingbeil Haddox
& Company, Columbus, Ohio. Plans: T. Ballard
Kirk & Assoc., Columbus, Ohio; Townhouses &
row houses, $4.3 million. Sponsor: Castleton
Realty; Apartment, commons house & swimming
pool, $3 million. Sponsor: Willowbrook Devel-
opment. Plans: Architects Coordinate. JEFFER-
SONVILLE: Apartments, $1 million. Sponsor:
Opportunity Housing, c/o Kemp & Sons, Plans:
Donlon, Lofgren & Assoc., Mishawaka.

NEW JERSEY—ALLAMUCHY: 68 houses, $1.7
million. Builder: Dominic Stamata, Parsippany.
ATLANTIC CITY: Middle-income apartment com-
plex, $2 million. Sponsor: Levco Corp. BERK-
ELEY: Garden apartments, $800,000. Sponsor:
William Kress, Nutley. CAMDEN: Apartments,
$3.5 million. Sponsor: Stocktin Station Inc.,
Plans: P. K. Spohn, Philadelphia, Pa. EGc Har-
BOR: 250 houses, $3.7 million. Builder: ¢/o Rob-
ert J. D’alonzo, architect, Havertown. MILLBURN:
Garden apartments, $1 million. Sponsor: Vincent
Paragano & Son, Short Hills. Plans: James
Acrea, Berkeley Heights. MORRISTOWN: Apart-
ment, $1 million. Sponsor: Monaramus, Field
& Development, South Amboy. Plans: Frederick
Fischer, South Amboy. WaLL: Garden Apart-
ment, $1 million. Sponsor: Hiddenacres Inc., c/0
Frederick N. Fischer, architect, South Amboy.
WALLINGTON: Garden apartments & swimming
pool, $6 million. Sponsor: James Nuckel Con-
struction, Little Ferry, Plans: Gerber & Pancani,
Newark.

NEW YORMK—ALBANY: Apartments, $7 million.
Sponsor: Executive Gardens, c/o Peter S. Myers
Assoc., Orange, Conn. BrLooMmIN ROVE: Garden
apartments, $1 million. Sponsor: Jerry Kriesberg,
Monroe. BuFFaLO: Dormitory & dining hall, $2.1
million, Sponsor: Canisius College. Plans: Leroy
Welch. CHaPPAQUA: 70 houses, $2.4 million.
Builder: Elcon Assoc., Great Neck. CLAY: Apart-
ments, $2 million. Sponsor: Nor-Star. Plans:
Greene & Heinrich, Cleveland, Ohio. GLEN COVE:
40 houses, $1.5 million. Builder: Markwell Con-
struction, Bellmore, Plans: Joseph Zito Jr;
Apartments, $1.5 million. Sponsor: George Berk-
man & Herbert Arnold, Glen Head. Plans: Max
Simon, New York City. HoLBrOOK: 107 houses,
$1.8 million. Builder: Monique Levitt, Central
Islip, LAGRANGEVILLE: Garden apartments, $1.5
million. Sponsor: Dee Jay Builders, c/o Miguel
France, Poughkeepsie. Lipo BEAcH: 114 houses,
$2.2 million. Builder: Robert Feldman, Laurelton,
NANUET: Garden apartments & sewage treatment
plant, $1 million. Sponsor: Kenneth Torsoe,
Monsey. Plans: Frank A. Sabatini, Ramsey, N.J.
NEw RocHELLE: Garden apartments, $700,000.
Sponsor: Pelhamdale #2. Plans: Lee Perry. New
York: Staff apartments, $2 million. Sponsor:
Roosevelt Hospital. Plans: Frederick Frost Jr.
OCcEANSIDE: Condominium apartments, $700,000.
Sponsor: Katz Bros., Hewlett. Plans: Alvin Cas-
sens Jr., Valley Stream. PORT JEFFERSON:
50 houses, $1 million. Builder: Elwood Estates,
South Farmingdale. Vista: Townhouses, $5 mil-
lion. Sponsor; Vista Development, Glenbrook,
Conn. Plans: Joseph Osher & James Mitchell
Assoc., Stamford, Conn. WEST BRIGHTON: Town-
houses, $2.5 million. Sponsor: John Matucci,
Rochester, Plans: Morrison & Morrison, Roch-
ester,

NORTH CAROLINA—ASHEVILLE: Apartments, $1
million. Sponsor: J. E. & E. N, Hooper. Plans:
Anthony Musolino, Washington, D.C. CHAR-
LOTTE: 550 houses, $11 million. Builder: Ervin
Construction; Apartment complex, $1.2 million.
Sponsor: Nor West Builders, c/o Jack O.
Byoyte; Apartment project, $4 million. Sponsor:
Ervin Construction. Plans: Ferebee-Walters &
Assoc.; Low-rent housing development, $1 million,
Builder: c¢/o 1218 Beatties Ford Rd. Plans: W.

»
Business continugd on p. 38

e N ®
flexicore

PRECAST CONCRETE DECKS
b S

NEW "STRUCTURE PACKAGE"
GIVES TENANTS

QUIET PRIVACY AND SECURITY
IN HIGH RISE APARTMENTS

If you've had any thoughts about
building a high rise or medium
rise apartment, you'll want to
know more about this package.

It is a combination of design,
construction and tenant benefits
that accrue from the use of new
structural units. These include
a new lightweight steel frame,

a new combination concrete and
steel frame, and new approaches
to wall-bearing construction,
along with new Flexicore precast
concrete decks.

With any combination of these
systems you get a first class
structure, yet the cost is low
because the decks are
prefabricated and go up fast.
You can get a one to three month
earlier occupancy and this means
money in the bank to you.

But best of all you will have
happy tenants who keep your place
filled. Why happy? Well, they
will have floor-to-floor quiet,
and a feeling of substantial
security. Their insurance will
be low and so will be yours.

All in all your building is one
that will continue to bring in a
substantial return for years and
years to come.

I'm sure you would like a 12-page
report on an outstanding Balti-
more development using this type
of construction. Just write for
Americana Report, and show it to
your architect. The Flexicore Co.
Inc., P.0. Box 825, Dayton, Ohio
45401

Robert E. Smith
Vice-President and Manager

FLEXICORE FACTS NO. 101

AMERICANA

LUXURY APARTMENT COMMUNITIES

Write for Americana Report.



“He's oul lo lunch.”

"We’ll send someone out next Tuesday.’
“Sorry, he’s no longer with
the company.”
“He’s on another line—can you hold?”

“He’s in an important meeting.
Can you call back later?” "

“Don't call us, we'll call you.”

“You’ll have to call the Service
Department.”



Builder Bernard Jaffe can't.

That's why he buys Bryant heating
and air conditioning.

He knows that our Distributor or
Dealer will follow up after the sale.

If even the slightest problem de-
velops, he’ll have Johnny-on-the-spot
service.

Jaffe’s used Bryant heating and
cooling equipment for his last four
apartment projects in the Norfolk,
Virginia area. By the end of 1968, he

The run-around. Can you afford it?

plans to build five more projects with
a total of 1892 apartment units. And
heat and cool them all with Bryant.

And good service after the sale
isn’t the only reason why. He also
likes our competitive prices. Our ver-
satility that meets all his design and
construction requirements.

Bryant makes all kinds and sizes of
units. Heating and cooling. Gas and
electric.

So why not look into Bryant for
your next job? Remember, you can
get almost anything from Bryant.
Except the run-around.

For more details, see your Bryant
dealer, distributor or factory branch.
Or write Bryant Manufacturing Com-
pany, Indianapolis, Indiana 46207.

[ bryant 1



Free bookiet
telis you how to
use central
airr conditioning
lo close more sales
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Selling more homes more
quickly is important to you. .. air
conditioning can help you do it.

Central electric air conditioning is
a reality of modern living. Almost
one out of every four new residences
constructed in 1965 was centrally
air conditioned. Make sure you are
armed with the facts you need to
cash in on all the sales advantages
central air-conditioning has to offer,
Get the booklet ““Plain Talk From
Du Pont.” For your free copy,
mail the coupon.

FREON®

refrigerants -~

BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY

Du Pont Co., Room 4221A
Wilmington, Delaware 19898

|
I
Please send me a copy of your booklet on cen- |
tral residential air conditioning. |
|
|
|

NAME.
COMPANY.
ADDRES

JHHLE

STATESSE =T |
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Edward Jenkins, Greensboro. DurHAM: Dormi-
tory, $1.7 million. Sponsor: Duke University.
Plans: Holloway-Reeves, Raleigh. FAYETTEVILLE:
100 houses, $3 million. Builder: Heritage Homes;
Garden apartments, $500,000. Sponsor: Cham-
pion Developers, Jacksonville, Fla. Plans: Leslie
Ellias, Jacksonville, Fla. GASTONIA: Apartments,
swimming pool & tennis courts, $1 million, Spon-
sor: S.C. Downey Construction. VALLEY CoOT-
TAGE: Garden apartments, $1.6 million. Sponsor:
Shechter, Spring Valley.
Plans: Marvin Flam, Pearl River, N.Y. Wax-
HAW: 40 houses, air strip & golf course, $6
million. Builder: James Nisbeth, c/o Victo Civ-
kin, Fairfield, Conn. WILMINGTON: Apartment
complex, 3 million. Sponsor: S & C Construc-
tion, Virginia Beach, Va.; Apartment complex,
$1.8 million. Sponsor: Berlin Miles Inc., Nor-
folk, Va. Plans: Evan McCorkle, Virginia Beach,
Fla.

OHI0—CINCINNATI: 27 houses, $800,000. Build-
er: Princeton Investment. CoLumBus: Houses,
apartments, and shopping center, $1 million.
Sponsor: c¢/o Joseph E. and Laural E. Stephen-
son. Plans: Holroyd & Meyers. DayTON: Apart-
ment, $500,000. Sponsor: Charles Francis Jr.
DEFIANCE: Apartments, stores, and 92 houses,
$3 million. Sponsor: Ken Ray Inc., Toledo. MEN-
TOR-ON-THE-LAKE: 61 houses, $950,000. Builder:
Simmons Construction. MIDDLEBURGH: Apart-
ments, $1.5 million. Sponsor: Lanco Develop-
ment, Cleveland. Plans: Keeva Kekst, Cleveland.
MINERAL RIDGE: Apartment complex, $1 million.
Sponsor: c¢/o architect, J.E. Holland. NorTH
OLMSTED: Apartments and townhouses, $2.2 mil-
lion. Sponsor: David Margolius, Shaker Heights,
and Harvey Zeman, University Heights. Plans:
Andonian & Ruzsa, Brecksville. SoLon: 23
houses, $575,000. Builder: Cannon West, Shaker
Heights. STRONGVILLE: Apartments, $600,000.
Sponsor: . Oakland Construction, Cleveland.
Plans: Anderson & Dracon, Parma. WILLOUGHBY :
Apartments, $1 million. Sponsor: J & E Builders,
University Heights. Plans: Ross, Yamane & As-
soc,, Maple Heights; apartment, $2 million.
Sponsor: Drifthaven Towers, c/o architect,
Arnold A. Peterson, Cleveland.

PENNSYLVANIA—ALLENTOWN: Apartments, $1
million. Sponsor: Twin Fountain Terrace, c/o
Martin M. Laibow, Cornerville Heights. DELA-
WARE COUNTY: Apartment, $2 million. Sponsor:
Leiti & Bird. Plans: Jack Swerman, Chester.
EFForT: 400 houses, $5.2 million. Builder: Fred
Frankel & Assoc. PHILADELPHIA: Apartment, $2
million. Sponsor: Norman Gelsman, Wyncote.
Plans: S. Sherwin Rochlis; Apartment, $1 mil-
lion. Sponsor: Sander Field. Plans: Jack Levin.
PITTSBURGH: Apartment, $1 million. Sponsor:
c/o architect, William Stoops, M R No. 10,
Box 43, Apollo; Married students housing at
University of Pittsburgh, $1.7 million. Sponsor:
General State Authority, Harrisburg. Plans: Kuhn
Newcomer & Valentour, Mount Lebanon. Rip-
LEY PARK: Apartments & stores, $2 million.
Sponsor: c¢/o architect, Raymond Di Paola,
Media. SWARTHMORE: Dormitories, $1 million.
Sponsor: Swarthmore College. Plans: Vincent
Kling. YARDLEY: Apartments: $1 million. Spon-
sor: c/o architect, Franklyn Spiezle, Trenton.

TENNESSEE — CHATTANOOGA: Garden apart-
ment, $800,000. Sponsor: c/o architect, Donald
E. Stoll, Nashville; Apartment, $1.5 million.
Sponsor: Chattanooga Junior Chamber of Com-
merce. COLLEGEDALE: Residence hall, $1 million.
Sponsor: Southern Missionary College. Plans:
Bianculli Tyler. KNOXVILLE: Apartment, $4 mil-
lion. Sponsor: John Fiser, Box 21. Plans: Lind-
say & Maples. MEMPHIS: Apartment complex,
$2.8 million. Sponsor: Stanley Okeon Falls Bldg.;
Apartment buildings, utility building & swim-
ming pool, $850,000. Sponsor: Smith & Turley.
Plans: Greif & Lawrence; 100 houses, $1.2 mil-
lion. Builder: Wallace E. Johnson. Plans: Ost,
Folis, Wagner. NASHVILLE: Apartment, commer-
cial & office building, swimming pool, $1.7 mil-
lion. Sponsor: Greenhill Towers. Plans: Ed John-
son & Assoc.; Garden apartments, $1 million.
Sponsor: Cheek & Jones.

Leaders start on p. 42
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You can’t help
but notice . .

HARRIS Y
BondWood® /5

| r3upees]

And no wonder. Thick, solid hardwood
all the way through, BondWood par-
quet is designed for adhesive installa-
tion over concrete or wood. It's per-
manent, too. After years of hard wear,
BondWood is restored to original
beauty with inexpensive refinishing.
There's nothing to replace. And no
other parquet on the market offers
so many different woods and patterns.
Best of all . BondWood is just
one of the “beauties” in the exciting
Harris line. Mail the coupon below
for a FREE full color brochure that
gives all the facts about versatile
Harris Flooring!

—— e e e e e e e e e e gy

HARRIS MANUFACTURING COMPANY
DEPT. HH86, JOHNSON CITY, TENN.

Please send me FREE FULL COLOR
BROCHURE.

NAME
COMPANY
TITLE
STREET
cITY
STATE

ZIP

HARRIS FLOORING
Hardwood Flooring Since 1898
Parquet « Colonial Plank e Strip « Stairwork

Circle 51 on Reader Service Card
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Not enough pressure?

The Bell & Gossett Pressure Booster Package will
solve your domestic water pressure problem. Elim-
inates storage tanks, requires minimal installation
space ... automatically maintains system pressure
within 5 psi regardless of fluctuating suction pres-
sure or system demand!

This Package comes all assembled and wired on a
common base...just connect suction and discharge
piping and make electric power hook-up, and unit is
ready for operation. Pressure Booster Package has
B&G centrifugal pump driven by a constant speed
motor through a variable speed fluid-driver with mod-

Put B&G pressure booster to work!

ulation by a simple proportion control.

Available in three basic models: Simplex, Duplex
Alternating and Duplex Staged & Alternated (for
maximum operating efficiency, stand-by capacity and
increased equipment life). Triplex models also avail-
able. For all the facts, call your B&G Stocking Repre-
sentative—he’s listed under PUMPS in the Yellow
Pages. Free copy of Bulletin A-505 available from ITT
Bell & Gossett, Fluid Handling Division, Morton Grove,
lllinois, Dept. 10P.

p Ba

“‘50 Years of Quality, Leadership and Service" QG

BELL & GOSSETT ITT

A DIVISION OF INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION

In Canada, contact ITT Industries of Canada, Ltd., Guelph, Ontario




Prospects said, “We want homes designed for

DEMAND AAMA QUALITY GERTIFIED

“AAMA Quality Certified aluminum prime
windows and sliding glass doors are low
maintenance —they end painting, never

swell or rot. We use them on our most
expensive homes."

LLOYD BOOTH
Past President,

San Antonio Home Builders Association
Director,

Texas Home Builders Association
Director,

National Association of Home Builders

QUALITY CERTIFIED

The manufaciurer warrants by affixing this label that this windew or doer is o duplicate
of samples independently tested, inspected and certified in accordance with American

Standard Practice for Certification Procedures, ASA 134.1, to comply with the applicable
specifications of Architectural Aluminum Manufacturers Association.

* NAHB Research—San Antonio

Texas Parade of Homes, May, 1965
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low maintenance.”™ Switch to aluminum and...

WINDOWS and SLIDING GLASS DOORS!

/

\
only AAMA members offer aluminum

prime windows and sliding glass doors with
</ CONSISTENT QUALITY
</PRE-SOLD BY NATIONAL ADVERTISING AND PUBLICITY

INDEPENDENT LABOR

{5

3

ATORIES VERIFY RIGID STANDARDS COMPLIANCE

- ,iq L

Concentrated load tests
performed. i i

Windows are tested for water
~resistance and air infiltration.

Metal thickness is carefully

ar
measured. '

Framing dimensions are checked.

millions know the AAMA Quality Certified seal!

ADVERTISING PUBLIGITY

this year in BETTER HOMES & GARDENS,
HOUSE BEAUTIFUL, AMERICAN HOME, and
HOUSE & GARDEN-—publications read by
your best prospects for new homes. Last
year, the AAMA seal was also nationally
+ ' advertised on NBC Television's popular
““Today Show' starring Hugh Downs.

telling the AAMA Quality Certified story is
appearing everyday in national magazines
and your local newspapers. AAMA publicity
also is regularly being featured on local radio
and television programs. This constant
stream of publicity keeps your prospects
aware of the AAMA seal as an assurance
of quality.

g

ARCHITECTURAL ALUMINUM
MANUFACTURERS ASSOCIATION

35 E. WACKER DR. « CHICAGO, ILL. 60601

easy-care
A the mark of aluminum
aluminum



WHAT THE LEADERS ARE BUILDING

Photos: Leland Y. Lee

In the rear ... i | And inside . . .

This bestseller owes much of its success to artful stage management

With 53 sales in four months, the split
level shown here is the most popular of

. five models offered by La Paz Homes at
! ! ! Mission Viejo, a California new town.
- ' The four-bedroom house, designed by
Fee e Architects Naegle & Malone of La Jolla,
is a good value for the price: 1,862 sq.
ft. for $26,500. But in addition, La Paz
| ‘ set off the model with imaginative land-
L i HH S % BEER scaping and furnishing. Items:
[O] PEES A long front terrace, plus planting beds
4 RITCH[) REAT g €, plus p g
and potted plants, ties the house to its
= T o = gently] sllgping site and enhance? its curb
e appeal. For extra greenery, a lawn was
B i Gl Y 5
- o Wajcég b/ g:}?f;? = planted where there would normally be
B ; ‘ a paved driveway.
Q@ﬁ{ ’ A rear terrace, also landscaped with
t‘.;:j«-g o 5 w7 G - planting l')e‘ds, shows the opportunity for
@fﬁﬁ B outdoor living on a small lot.
5 . . ‘ . . Inside, casually arranged books on a

wall of shelves provide an informal, lived-
in look in the living room.

Letters start on p. 52
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Quicker sales
at higher profit levels
with competitive costs.

You can bet on it! Houses sell faster
because Torginol seamless-waxless
floors provide the modern flair for
fashion that wins milady her position
as leader of the coffee-cup set. Torginol
sells because it’s beautiful, practical
and offers unlimited decorative
designs and colors. You can give her
the elegance and formality of a Roman
palazzo in her entry way and warmth,
comfort and resiliency in a virtually
maintenance free gay rumpus room.
Because Torginol is seamless and wax-
less her floor care is reduced to the
quick swish of a damp mop.

It’s a matter of record too that
Torginol is so versatile it can be
applied anywhere inside, outside; even
poolside. Wherever used you can count
on years of sparkling beauty because
it’s virtually stain, scuff and skid proof.

Selling houses or floors is always
easier with competitively priced Tor-
ginol. Our national network of 5 plant
facilities and more than 15,000 trained
applicators is eager to help you solve
your flooring problems. For additional
information without obligation and a
FREE full color brochure, fill in the
attached coupon.

I
|
I
I
I
|
I
I
|
|
I
|
|

Torginol of America, Inc.—C-3
1708 Gage Road
Montebello, Calif. 90640 ForoTot

Name

Street

e e e e

TTOIRGHINOIL

téslocral OF SEAMLESS-WAXLESS FLOORING

MONTEBELLO, CALIF.» LONG ISLAND, N. Y.+ ATLANTA, GA. » CHICAGO, ILL. « DALLAS, TEXAS



In the past two years, as a matter of fact,
more than 1000 builders became first-
time users of an ACRYLITE® Skywindow.

And the reason why, in a great many
cases, was to solve the problem of win-
dowless bathrooms.

An ACRYLITE Skywindow installed in the
ceiling gives you all the sunshine you
want, and the privacy you need. You
know what sunshine does to an interior

| bath. Fixtures sparkle. Tiles gleam. The
. entire room takes on an open, airy feel-

ing, a fresher, more hygienic atmosphere.

People will pay a little bit more to have
a bathroom like that, rather than one
that’s never seen the light of day.

So, if dim, windowless bathrooms (or
kitchens, attics or interior halls) are
clouding up your sales picture, brighten
them up with ACRYLITE Skywindows.
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S PAR K LE | These are the new Flair fittings,

by Kohler. Of diamond-bright acrylic.

S PARKLE l Clean of line, crystal clear,

Flair fittings have a gem-like radiance.

CEERKIE o marat s

crowning touch to Kohler fixtures.
Great with the new accent colors!

S PAR KI__E ' Sparkling ads

featuring Flair fittings are selling your
customers now.

ERARKLE [

genuine Kohler fittings, through
and through ... acrylic and brass
in the traditional quality of Kohler.

ADD SPARKLE TO YOUR SALES...ADD FLAIR!
FLAIR FITTINGS

KOHLER or KOHLER

Kohler Co., Established 1873, Kohler, Wisconsin
ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES *» ALL-BRASS FITTINGS « ELECTRIC PLANTS « AIR-COOLED ENGINES « PRECISION CONTROLS

Circle 56 on Reader Service Card HOUSE & HOME



Now! RCA WHIRLPOOL

Central Vacuum / Syems

to give your homes § more buy appeal

Here’s a new convenience that adds almost irresistible appeal to
a home! Women love the fact that there’s no messy bag to empty
with an RCA WHIRLPOOL central vacuum system . . . no recircu-
lation of dust . . . no heavy machinery to drag around . . . no
loud cleaning noise. And they can see that it cleans really clean
because of its tremendous, constant suction and outside exhaust.
Even men are impressed by the entirely new areas of usage it
opens up . . . whisking up workshop shavings, picking up grass
clippings from the patio, emptying ash trays, lifting heavy dirt
from garage floors.

Easy to install! The RCA WHIRLPOOL central vacuum system is
simplicity itself to install. And no major modification of plans is
necessary to install it in any home you build, even if the decision
to add the system is made after the house is sold.

A choice of two systems! The RCA WHIRLPOOL central vacuum is
available as a dry pickup system which has a dirt collecting
receptacle. Or there is a wet pickup system in which dirt is flushed
away . . . it’s self-cleaning. The wet pickup system can also be
used to carry away scrub water or spilled liquids, a convenience
women find hard to resist!

A top-quality product backed by national advertising! Women
recognize the RCA WHIRLPOOL brand name for quality and depend-
able service. And they’re hearing about the new RCA WHIRLPOOL
central vacuum system in a schedule of 12 ads appearing in
national consumer publications this summer and fall. Your pros-
pects are going to be asking for it . . . make sure you can offer the

RCA WHIRLPOOL Appliances are Products of Whirlpool Corporation, Benton Harbor, Michigan.

RCA WHIRLPOOL central vacuum system in your homes. Mail the
coupon today!

Get in on the ground floor with this exciting new convenience that
can help you sell more homes! Send for the complete story today.

Central Vacuum Systems Dept. HH
WHIRLPOOL CORPORATION

Administrative Center

Benton Harbor, Michigan 49023

Tell me all about RcA WHIRLPOOL central vacuum systems and
the profit opportunities they offer.

Title.

Business Name.

Address

|
|
|
|
|
|
|
|
II Name
|
|
|
|
|
|
|
|
|

CENTRAL VACUUM SYSTEMS

Trademarks @ and RCA used by authority of trademark owner, Radio Corporation of America.
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The “cover-to-cover”
distributors

on this page carry
every fixture in

the Progress

catalog all the

time. A phone

call gets them

for you!

..Lighting & Lamp Whisers., Phone: 323-5842
Wells Lighting Studio, Phone: 252-9971

Birmingham ..

Mobile .........Riley Stewart Elec. Supply, Phone: 471-4361
ARIZONA

Bhoehe T, 0 vn Regal Lighting Fixture Co., Phone: 264-7585
ARKANSAS

Blytheville . ..American Elec. Supply, Inc., Phone: PO 3-7023

Tt Smith . n6 oo, Southern Electrie, Inc., Phone: SU 2-6095

Jonesboro ..American Electric Supply Co., Phone: WE 2-4591
Little Rock . ...Adcock Lighting & Supply, Phone: MO 3-4109
CALIFORNIA
PLOBAO. ¢)ooouie »on 0 Consolidated Electric Dist., Phone: 268-6464
Sacramento . . Consolidated Electric Dist., Phon 52-3111
San Franciseo ..z - e oo s J. B. Calder Co., Phon 31-7574

63-2020
26-0810
31-8529
81-4658

National Electriec Supply Co., Phon
Peerlite Mfg. & Supply Co., Phon

Stockton .. veie s - Consolidated Electric Dist., Phone: 466-2301
COLORADO

Denver vuvieses Central Electric Supply Co., Phone: 266-3211

CONNECTICUT

Hartford . ;s o« Capitol Light & Supply Co., Phone: 527-8115

Electric Wholesa]els, Phone: 527-3238

Manchester .. .Economy Electric Supply, Phon 43-1433

Monroe . Monroe Electrie, Phone: 261-2525

West Hay Mersick Elec. Sup. Co., Phone: 288-3551

Wilton . Tow Countr) Lighting Supply Co., Phone: 762-8800
DELAWARE

Wilmington . ...Tecot Elec. Sup. Co., Inc., Phone: OL 5-6591
FLORIDA

Gaiiesville « wap wn sw st Hughes Supply, Inc., Phone: 372-8471

Jacksonville Atlas Electrie Supply Co.. Phone: 388-1556

Lakeland . o slarelh Ees Hughes Supply Co., Phone: MU 6-5187

MAAIDE e rivia et Sime Atlas Electric Supplies, Phone: 759-8887

Consolidated-Southern Electric Co., Phone: 633-9565

Orlando: ... Central Electric Supply, Inc., Phone: 241-5664

Hughes Supply, Inc., Phone: 841-4710

Sarasota ...... Brockman Elec. Supply, Inc., Phone: 958-3171

St. Petersburg ........ Hughes Supply, Inc., Phone: 862-1641

DRI E e vt o din o d oot By Atlas Lighting, Inc., Phone: 236-5707
GEORGIA

Atlanta .. ..Cain Lighting & Supplies, Phone: 758-2626

eorgia Lighting Supply Co., Phone: TR 5-4759
Dalton .... Southern Wholesalers, Phone: 278-1583
Decatur . . .B & W Electric Supply Co., Phone: 378-1743
East Point Plogresslve Lighting & Sy., Inc., Phone 766-7516-7

AMIGCEI § rel'alucal sled Causey Electric Supply Co., Phone: 746-4341
ILLINOIS
Chicago ..... Bright Electrical Supply Co., Phone: AR 6-4601

Brook Electrical Supply Co., Phone: AR 6-2800
Crystal Lighting Supply, Inc., Phone: 586-0440
Dobkin Electrical Supply Co., Phone: SE 8-3700

Evanston ....... North Shore Elec. Supply, Phone: DA 8-5911

Hyland Elec. Sy. Co., Phone: 263-4100
Rock Island ... ...... Marlin Associates, Ine., Phone: T88-9371

INDIANA

Anderson Dixon Electrie Co., Inc., Phone: 643-6959
AUTOTR: ~ s v w5 55 3 rais s dibin s Aurora Supply Co., Phone: 602
Bvansville .. .. o6 o House of Lighting, Phone: 424-6144
Ft. Wayne . .Schlatter Hardware Co., Phone: 742-83111

-Central Elec. Supply Co., Phone: ME 5-8605
First Electric Supply Co.. Phone: 638-6421
Kulwin Electric Co., Phone: WA 5-9694
Midwest Lite Co., Phone: AT 8-4427

Indianapolis ...

South Bend

1I0OWA
ProDodgeisoe s o0y i Electric Materials, Phone: 573-7166
Marshalltown ...Jlowa Wholesale Supply Co., Phone: 752-4555
Washington ..... Sitlers Elec. Supply, Inc., Phone: OL 3-2123
KANSAS
Coffeeville ... .Tri-State Elec. Sy. Co., Inci, Phone: CL 1-0684
Emporia . .Tiemann-Hess Elec. Supply Co., Phone: DI 2-353

Independence Jayhawk Electnc Supply Co., Phone: ED 1- 16‘)1

Salina .Kriz Davis, Inc., Phone: TA 7-4497
KENTUCKV

. .Belknap Hardware & Mfg. Co., Phone: 584-1341

The Brecher Co., Phone: 584-7121

Louisville .

LOUISIANA
Alexandria ........ Mid State Elec. Co., Ine., Phone: 442-4486
Baton Rouge Monceret & Brister Appl., Inc Phone: DI 8-6732
HatVey st n i 1. C. Electric Supp}y, Phone: 341-4281
Lafayette Lafuyette Elec., Supply Co., Phone: 232-1434
Monroe . Wayne Woods, Phone: 325-0496
New Orle . Lighting, Inc., Phone:
Shreveport rstate Electric Co., Phone:

MAINE

Bangor . Standmd Electric Company, Phone: 942-6713

Lewiston . Lewnton Supply Company, Phone: 784-4083

POrtland o oeveelsis weisiey Maine Hardware Co., Phone: SP 3-5604
MARYLAND

Baltimore ...,... Baltimore Gas Light Co., Phone: MU 5-7670

Excello Public Service Corp., Phone: 944-6700

People’s Elec. Supply Co., Inc., Phone: PL 2-5335

Cockeysville ..... Balco Electric Supply Co., Phone: 666-1234
Balisbury il san e Arteraft Electric Supply, Phone: 749-6151
MASSACHUSETTS
Bosloni. . v vk Ralph Pill Electric Supply Co., Phone: 423-0121
Brockton .Columbia Elec. Supply Co., Phone: JU 7-3050

Lowell . Atlantic Distributing Co., Phone: 458-6857
. Essex Electric Supply Co., Phone: LY 8- 6200

New Bedford . C. Sherman Co., Phone: 996-8207

QUINCY .+ oivs omivin s oibeslois 4 Blechner Co., Inec., Phone: 471-1800

Weymouth . .South Shore Electric Supply Co., Phone: 335-6040
Worcester . .Atlantic Electrical Supply Co., Phone: PL 7-2761
MICHIGAN
DEEroft ¢ o iy fais ey s sz Center Elec. Sy. Co., Phone: 342- '3200

Madison Electric Co., Phone: 87
Puritan Electric Co., Phone: UN S-OSO!
) R e Royalite Company, Phone: CE 8-4641
Grand Rapids . . Litscher's Wholesale Electric, Phone: 458-1385
Monroe . .. . .Monroe Electric Supply Co., Phone: 241-6988
Qak Park iy s il oo - Madison Electric Co.. Phone: 545-3605
Okemos . ..Modern Wholesale Elec. Supply, Phone: ED 2-6501
MINNESOTA
Duluth . .Northern Elec. Supply Co., Phone: RA 2-0551

Mlnneapoha Nurth]and Elec. Supply Co., Phone: FE 2-4481

Derickson Company, Phone: FE 5-6791

St PANLS o s v e larate Lax Electric Co., Inc., Phone: 227-6601
MISSISSIPPI

Greenwood .Delta Plbg. & Elec. Supply Co., Phone: GL 3-5623

Handsboro! i c iy s - Prichard Electric Ine., Phone: 864-1819
MISSOURI

Clinton .. ... Tiemann-Hess Elec. Supply Co., Phone: 885-3821

Kansas City .Kansas City Lteg. & Fixture Co., Phcne VI 2-4201
iemann-Hess Elec. Supply
2445 Grand Avenue, Phone: BA 1-3368
5120 Antioch, Phone: GL 2-6100
Independence Tiemann-Hess Elec. Supply Co., Phone: IN 1-8300
St. Joseph .Tiemann-Hess Elec. Supply Co., Phone: AD 2-2546
Springfield ....... Southern Materials Co., Phone: UN 5-2822
St. Louis ....Gross Chandelier
Phone: Office & Factory, CE 1-1060 Showrooms, VO 3-1180
Frost Electric Supply Co., Phone: JE 3-4004
United Electric Supply Co., Phone: 241-9065
MONTANA
Great Falls ,..... Glacier State Elec. Supply, Phone: 761-4220
NEBRASKA

Enterprise Electric, Phone: 435-2121
White Electric Supply Co., Phone NE 6-8501

Lincoln ...

Omaha . «cs sins 0 United Electric Supply Co., Phone: 553-4554
Westinghouse Electric Supply Co., Phone: 245-8700

NEVADA
Las Vegas v.oovu... Osborne Elec. Supply Co., Phone: 384-6363

NEW HAMPSHIRE

Keene ... Keene Elec. & Plbg. Sy., Phone: 352-1215

NEW JERSEY
Asbury Park ........ Rale Elec. Supply Co., Phone: 899-2600
Camden ....National Electric Supply Co., Phone: EM 5-1000
Dover ..... DOVEI Electncnl Supply Co., Inc., Phone: 366-2800

v .Garfunkel Co., Phone: OL 6-2900

.Cooper Elec. Supply, Phon

& Reliable Electric Sy. Co., Phone: 2.

Paterson ...Fel Lighting Fixture Co., Phone: SHZ 7329
Pennsauken . ...Uhr Elec. Supply Co.

Phones: NO 2~3455—1N.J.) WA 5-3100— (Phila.)
Phillipsburg ...Fromm Elec. Supply Corp., Phone: GL 4-1185
Ridgefield Park ..Vee Dee Elec. Distr., Inc., Phone: DI 2-5310
Somerville ........ Acme Electrical Sy., Co., Phone: 725-0500

Jersey City .
Middletown
Newark ..

Toms River .....Goodfriend Elec. Sup. Inc., Phone: DI 9-4100
Union City Swift Electric Supply Co., Phone: UN 3-6457
NEW MEXICO
Albuquerque Westmghou:e Elec. Supply Co., Phone: 247-3646
Artesia .. iia.e. .New Mexico Supply Co., Phone 746-2773
NEW YORK

.Tusang-Barhydt, Inc., Phone: 489-5576
. .Ontario Supply Corp., Phon 37-4723
Hl].l Electric Supply Co., Phone: 793-3436
. Aetna Elec. Dist. Corp., Phone: WE 1-4400
"N & S Decor Lighting, Phone: WA 1-5855

Glens Falls ...."
Hicksville . . .
Huntington Sta. ..

Kingston . . Ulster Electric Supply Co.. Phone: 452- 0120
Lynbrook irway Electric Supply Co., Phone: LY 3-5400
Mineola .. National Elec. Supply Co., Phone: CH 8-9770
New York . pitol Elee. Supply Co., Inc., Phone: LE 4-3546
Mldway Elec Supply Co., Inc., Phone:
. Electric Supply. Phone:
NEEWBURRI( (o i uro'e. Vave Somig oymes dan Kandel Bros., Phone:

=33

Tujax Electric Sy. Co.. Phone: 565-3550

Riverhead, L.I. ....R & M Elec. Supply Co., Phone: HI 5-0033
Syracuse .. Fluorescent Light & Fixture Co.. Phone: 474-6804
‘White Plains ....Garfield Electric Supply, Phone: WH 8-8600
(In N.Y.: EN 9-8000)

Nonkers < rsenis Goler Elec. Supply Co., Phone: YO 3-3527

NORTH CAROLINA

Charlotte. . .Southern States Sup. Co., Inc., Phone: FR 5-6081
GARLOTIB) o atinis vvta s v oraiara House O’Lights, Phone: 824-3505
Hickory . ....Design nghhng & Supply Co., Phone: 345-7105
Salisbury ....eeeeen Delta Electric Sy. Co., Phone: 633-6331
NORTH DAKOTA
Fargo ....Westinghouse Electric Supply Co., Phone: 232-4446
OHIO

Cincinnati ..... Richard Electrie Supply Co., Phone: 351-1010

Lite-House Inc., Phone: 791-2001
Columbus ....Elgee Electric Co., Phone: 299-4136
‘Toledo: wiuiaivivis e v mas . .Gross Electric Co., Phone: CH 6-3671

OKLAHOMA

OFIOn iy sirie s dle Economy Supply Company, Phone: UN 2-3224
Oklshoma Cny . ..Cook Electric Supply Co., Phone: CE 5-7461
Tul G Ne]son Electrie Supply Co., Phone: LU 5-1241

OREGON
Medford ..Westinghouse Electric Supply Cn Phone: 773-4556
Portland <50 i oo ions Gardner & Beedon Co., Phone: 224-1260
Platt Electric Supply, Phone: CA 2-0633
Portland Electric & Plbg. Co., Phone: CA 6-2531
Westinghouse Elec. Suup]y ., Phone: 226-7361
PENNSYLVANIA
Bethlehem ....... Fromm Elee. Supply Corp., Phone: 867-0511
Easton . . .Stokes Engineering Supply C hone: 258-6277
Exeter . Friedman Elec. Supply Co.
hone:
Greensburg ...... Scott Electric Company, Phone: TE 4
Harrisburg ..... . Fluorescent Supply Co., Phone: 234-

9

Harrisburg Elec. Supplies Co., Phone: 564-5803

Raub Supply Co., Phone: CH 6

United Elec. Supply Co., Phone: 23
LARCASLEY s avnsaie i Raub Supply Company, Phone:

Norristown . ...Lighting Equip. & Sup. Co.. Phone: CH 2

Norristown Elec. Supply Co., Phone: BR 5-7211-2

Philadelphia . Cdmlol Electric Supply Co., Phone: BA 5-7850

City Electric Supply Co. Phone: JE 3-1034

Eastern Elec. Supply Co., Phone: PO 9-0400
Fox Electric Supply Co., Phone: GA 5-728

Gold Seal Electric Supply Co., Phone: BA 3

Harry Horn, Inec., Phone: WA 5-66

Robins Elec. Dist., Inc., Phone: LO 4-1752

Rose Electric Supply Co., Phone: VI 3-7446

United Light Company, Phone: CU 9-

Westinghouse Electriec Supply Co.. Phone: WA 2.

West Phil. Elec. Supply Co., Phone: GR 4.

Pittsburgh ......... Allied Elec. Supply Co., Phone: 391

La Salle Elec. Supply Co., Phone: 322.

Pottsville . . .Scranton Elec. Construction Co., Phone: 622
Reading .......Fromm Elec. Supplv Corp., Phone: 28
Ridley Park .. .Eagle Elec. Supply Co., Phone: LE 2-0783
Williamsport &t -2 i freos Raub Supply Co., Phone: 823-3621
Willow Grove ..... North West Electric Supply Co.
Phone:'OL 9-5757
York ... s YESCO (York Elec. Supply Co.), Phone: 843-9991
RHODE ISLAND
Pawtueket ....Equitable Elec. Supply Co., Phone: PA 5-2400
Providence . Leavitt-Colson Comnnn) Phone: JA 1-8800

Mustéo Elec. Supply Co., Inc., Phone: HO 7-7700, 01, 02
Tops Elec. S!mnlv Co., Phone: UN 1-0695
TENNESSEE

Chattanooga .. ..Southern Wholesalers, Tnc., Phone: 278-1583
Jackson .... .Southern Supply Company, Phone: 424-1900
Knoxville Square Electric Sy., Co., Phone:
Memphis . . .Lighting Inc., Phone:

estin ectric Supply Co., Phone: 5
Nashville ...... anh\llle Elec. Supply Corp., Phone: 242! ElyOl

TEXAS

..Cummins Supply Co., Phone: OR 2-7837
Amarillo . Wileon Supply Co., Phone: OR 3-1705
Corpus Christi Corpus Christi Hardware Co., Phone: TU 4-45556
Southern Electric Supply Co., Phone: TU 4-0358

DAllES .50 siniocs Buffalo Electric Supply Co., Phone: HA 1-7671
Meletio Electric Supply Co., Phon

‘Watson Electric Supply Co., Phon

El Pago ..:veivna . .Consolidated Elec. Co., Phone: 532-4614
Fort Worth .Cummins Supply Co., Phone ED 5-9563
‘Nathan Frankel Co., Phone: ED 6-5656-7

Abilene ...

Galveston ....... McCoy Supply Company, Phone: SO 3-6464
Grand Prair ....B & M Supply Corp., Phone: AN 2-5121
Houston ... e Buffalo Electric Co., Phone: CA 8-4431

Marlin Associates, Phone: CA 8-8473

Owen Electric Supply Co., Phone: CA 8-8411

Worth Electric Supply Co., Phone: FA 3-2151

LODENIEW & conats ot et Hagen Sum)lv Cu. Phone: PL 3-0255

Lubbock . . .Fields & Co., Phone: PO 2 0241

Odessa . ... ummins Elec. Supply Co.. Phone: 53

San Angelo ......Simmons-Huggins Sy. (‘o Phone: 655

Wichita Falls ....Cummins Elec. Supply Co., Phone: 766-0221
VERMONT

Rutland . coe e Vermont Elec. Sy. Co., Inc., Phone: 773-2736
VIRGINIA

Lynchburg . . . .Eastern Elec. Company, Phone: 847-4441
Newport News ....... Centralite Supply Co., Phone: 247-5874
MNOXLolk oo o ve ome Electrical Exchange Corp., Phone: KI 5-5441

Electrical Suppliers, Inc., Phone: 627-9531
Richmont! .ow vipoivis oo Lighting & Supply Co., Phone: 232-8911
WWinehesber « « gom oo s Raub Supply Co., Phone: 662-4134

WASHINGTON

Reattle .. ..ox oo Stusser Electric Company, Phone: MA 8-1501
Bacoma . s v vs o0 Love Electric Company, Phone: FU 3-5551

WEST VIRGINIA

Charleston .......Goldfarb Elec. Supply Co., Phone: 342-2153
RONCEVEILE . civn siacine sas Blue Grass Electric, Phone: 647-5200
WISCONSIN
Fond-du-Lac ...... Central Elec. Supply Co., Phone: 922-1880
Green Bay . Westinghouse Elec. Supply Co., Phone: 435-3761

Manitowoc ...Manitowoe Electric Supply, Phone: MU 2-3

848

Milwaukee ...... Century Hardware Corp., Phone: FL 3-7600
Neher Company, Phone: 871-5700

Lappin Electric Co., Phone: 276-7878

Oshkosh . . Electrical Contractors Supply, Inc., Phone: 235-0220

P.S. If you don’t have
Progress Catalog 108,
drop us a line. It contains
an enormous selection
of fixtures at the world’s
most sensible prices.
Write, Dept. DR, PROGRESS
MANUFACTURING CO., INC.,
BOX 7798, Philadelphia,
Penna. 19104.

proqress
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A boxy. plain two-story
house becomes the
neighborhood showcase
(at right) with the help
of Andersen Casements
and Gliding Windows.
Remodeler:

Norm Woodley.

Owner: John Smith,
Lake Minnetonka,
Minnesota.

It’s no secret how

remodeler Norm Woodley
saves money

Just ask him!

Over the past 20 years, Norm Woodley
has built a solid reputation as a superb
remodeler and as a man who readily
speaks his mind:

“I figure a man gets what he pays
for. A cheap price buys a pile of junk.
It buys trouble. Pay a little more for
Andersen quality and you make money
on the deal.

“There’s no fiddling around with
Andersen Windows. They’re easy to
set. You just put ’em up and nail ’em
in. They come off the truck square and
true. Ready to go. I save time. Lots
of ut;

“Another thing. I can get the size
and type I need. Never have to make
do with a window that’s awkward or
doesn’t fit the job.

“Then there’s those darn callbacks.
I’ve had my share of them with cheap
windows. And they can cost a man
plenty. But on my Andersen Windows,
I remember only two complaints
in 20 years. Both minor condensation
problems that were easy to iron out.

“Price? Like I said, you get what you
pay for. Besides, my customers know

Ander SEn Wnd Owallsw —

Window Beau{y 15 Andersen Printed in U.S.A.

with Andersen Windows

Andersen Windows. They recognize
them as quality, and they’re happy to
pay the little extra that Andersen’s
might cost.

“And let’s face it. They help me leave
a nice looking job behind . . . doggone
important if you’re going to make
money in this business.

“They’re easy to operate. They’re
weathertight. What more can you say?”

Very little, Norm. Except to remind
you that there are 6 beautiful types to
choose from (hundreds of sizes).

And now there’s a completely new
Andersen Perma-Shield™ line of win-
dows and gliding doors. They combine
the insulating value of wood and the
lifetime maintenance savings of a rigid
vinyl shield.

They don’t need painting. Nor scrap-
ing. Nor rubbing down. And their ar-
mor-like finish won’t pit nor corrode.

You can see them all at your Ander-
sen dealer or distributor. Let him show
you all the reasons why Andersen Win-
dows can help you make more money
in remodeling. Andersen Corporation, Bay-
port, Minnesota 55003.

*In Canada: Perma-Sheathr

HOUSE & HOME



Ubper left. Wall of Andersen
Gliders helps make porch a

year-round, lake-view room.

Ubpbper right. Divided light
Andersen Casements complement a
traditionally styled living room.

Left. Elegant half bath is enhanced

by small Casement unit.

Right. Doesr’t this Casement
bay-window combination brighten a
cheery dinette?

Below left. Casements flank picture
window in this dramatic treatment.

Below right. Window seat makes a

perfect spot for a young girl
to dream her dreams.




LETTERS

Are new towns just oversized subdivisions with oversized problems?

H&H: May I congratulate you on your bril-
liant study of new towns [June], a typically
timely and thoughtful article. May I, at the
same time, offer a strong dissent to the con-
clusions you reached.

You have taken seven basic problems
which you find new towns have in common
and illustrated them with data from various
new-town projects. But not all new towns
have had the same experience, and if Reston,
Va., is run through the gamut of the hypo-
thetical seven—which for reasons of space
was obviously not possible in the article—
the picture appears somewhat brighter than
you painted it. Let me briefly iliustrate, using
the seven categories used in the article:

1. Location. Reston 1is located precisely
where a new town (satellite city) is sup-
posed to be on the Year 2,000 Plan for the
Metropolitan Area of Washington approved
by the National Capital Planning Commis-
sion.

2. Financing. While it is true that money
was hard to come by in the early days of new
towns—as with so many new ideas—those
days are over.

3. Sales. Our pilot-project phase was plan-
ned to probe the market for us and has
served its purpose well. We know we can
sell townhouses, rent apartments and com-
mercial facilities, develop lot sales and indus-
trial properties—and are working success-
fully in all those categories.

4. Industry. “It's needed most in the early
stages, and that’s when it's toughest to get,”
you write. Perhaps. Yet we had industry be-
fore we had houses built, and today we have
four industries in operation, three more ready
to build on land they purchased, and many
more in various stages of negotiation.

5. Government, Can a developer ask more
of a government body than to create an en-
tirely new zoning ordinance category so that
he can produce a master plan for an entire
community based on completely new con-
cepts? I think not, and that’s what the Fairfax
County Board of Supervisors did for us.

6. Who builds? We made some mistakes,
to be sure, but our construction division is
now first-rate. Private builders are competing
with us on land we sold them—which is
good for them, good for us, and good for
Reston.

7. Residents. An independent survey by
Carl Norcross, published in the Urban Land
Institute’s News and Trends in City Develop-
ment, said, “The replies are probably the

strongest testimonial for planned, open-space
communities that can be found anywhere.
Reston buyers are exuberantly enthusiastic.”
By your scorecard, then, we have had
seven hits, some runs, and a couple of errors.
A more meaningful standard for judging

new towns is to ask how far they have come
in the timetables they have set themseclves
or had set for them. Reston was conceived as
a 20-year plus project, and the first years
are obviously the most difficult. How are we
doing after five years with over fifteen to
go? The answer: We are doing very well
indeed—even surprisingly well. Analogizing a
new town to a subdivision is like analogizing
space flight to the airplane—they just ain’t
the same thing at all. Reston is not an over-
sized subdivision, and it makes a great deal
of economic sense,

RoBerT E. SiMON JRr., president

Reston

Reston, Va.

H&H: You laid the issues squarely on the
line and raised the right questions in the
right places. You also touched on a basic
point—namely, just what is a new town?

If the term is to have any significance
(beyond simply being a promotional gim-
mick), I think that the sooner it is given
a definitive meaning, the better. An over-
simplified definition might be: “an identifi-
able and more or less organized congrega-
tion of homes and people with appropriate
community facilities and services and de-
veloped around or based upon an economic
activity.”

The key here is economic activity, which
should be the town’s reason for being. In
this respect, we tend to forget that the new
town in America is really not new. One of
the best nmew towns of the 20th century is
Kingsport, Tenn.; another is Longview, Wash.
Although frowned on today as paternalism,
a number of the well-conceived and well-
executed company towns of the late 19th
and early 20th centuries have much more to
offer than the contemporary new towns. A
case in point is Chicopee, Ga., which in every
respect would qualify under the above defi-
nition.

I suspect that much of our problem with
current new towns is the lack of this essen-
tial ingredient of economic activity.

Max S. WEHRLY, executive director
Urban Land Institute
Washington
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H&H: You have done a fine job of assembling
a great amount of information and have
made some points that will be helpful to
people throughout the industry,

Just to set the record straight, I would like
to point out that financing for the land ac-
quisition of Columbia was arranged entirely
with Connecticut General. The total financing
of $50 million, which brought the Chase
Manhattan Bank and Teachers Insurance &
Annuity Assn. into the picture, was not ar-
ranged until December 1965. In other words,
the $50 million and the three lenders were
not involved from the beginning.

W. ScotT DritcH, director of information

Community Research and Development Inc.
Baltimore

H&H: You are to be commended on your
concise and comprehensive review of new
towns and their growth pains. Those intend-
ing to venture into this phase of land de-
velopment should learn valuable lessons
from your article.

Although you indicate that the problems
of financing and sales apply particularly to
projects of more than 6,000 acres, these
problems can equally hinder projects of half
this size. Our recent involvement in several
projects in the 2,000-to-3,500-acre range leads
us to conclude that far more attention must
be directed toward feasibility studies, primar-
ily to determine initial construction costs and
realistic initial income.

Possible locations for such projects may
well exist in complexes of several medium-
sized communities, which would provide land
at reasonable cost and existing stable em-
ployment, yet require new development
stimuli.

RicHARD S. BEEBE, director of planning
H. W. Lochner Inc., engineers
Chicago

Heating-fuel costs

H&H: Your June article “The War of the
Heating Systems,” criticizes electrical rate dis-
counting. You will find, upon closer examina-
tion, that the electric-heat user pays as much
for electrical lighting and appliance energy
as the non-electric-heat user, because the
starting blocks in both step-rate systems are
about the same. What is even more to the
point is that this is also true for most gas
rates!

Regarding subsidies by electric utilities, in
all fairness it should be stated that they
are also offered by some gas utilities. Also,
free fuel-storage facilities and quantity dis-
counts are not unknown in the oil business.

On page 106, in the cost comparison table,
is a reference to 80% efficiency for oil and
gas systems. The accepted values for this are
75% for gas and 70% for oil. In the degree-
day formula for calculating fuel consump-
tion, a constant of 24 is used. The electric
utilities use a constant of 17. This obscure
detail is the same as reducing the efficiency
to a more realistic 17/24 x 70% =50% for
oil! Thus the equivalent cost of gas and oil
in this table should be changed considerably.

Another criticism of this table is the di-
rect fuel comparisons. Electric heat is a dif-

Letters continued on p. 56



Shouldnt you include
better heating

In your options to
today’s buyers?

A hydronic system can swing the sale!

More and more builders are “sweetening’’ their sales
appeal with buyer options. Why not offer one that
really appeals to comfort-conscious buyers—a quality
hydronic heating system? This modern version of
hot water heating puts a clean, even wall of warmth
around the home. There are no drafts, hot spots or
noises. No decorating problems. All these points
make mighty fine listening to the smart second- and
third-home buyers you deal with in today’s market.
They’ll certainly be impressed if they have ever lived
with a poor heating system. And here’s the best news :
Hydronic heating can be competitive with warm air.
Two men can usually install it, complete, in a single

e e e

day. The new boilers, of sturdy cast iron, go almost
anywhere. They take only 2 by 3 feet of space and
are available for gas or oil. The trim, wall-hugging
Heatrim* baseboard panels for circulating hot water
take no room space at all. The lady can hang floor-to-
ceiling draperies and place her furniture as she
pleases. Before you make another start, see your
American-Standard contractor for the facts about
the new equipment and installation techniques that
make American-Standard hydronic heat competitive
with warm air. Or write American-Standard, Plumb-
ing and Heating Division, 40 West 40th Street, New
York, N.Y. 10018.

*TRADEMARK AR&SS CORP,

AMERICAN-STANDARD

AMERICAN-Standard

PLUMBING AND HEATING DIVISION



Get acquainted
with
this symbol

It means prompt
title service nationwide

Chicago Title Insurance Company is
qualified in 44 states, the District of
Columbia and Virgin Islands. You deal
with just one company to get nation-
wide title protection.

You work with
experienced people

Real estate investors, developers and
home builders find at every office of
Chicago Title Insurance Company a
staff with deep understanding of local
real estate practices and conditions plus
broad knowledge about every kind of
title problem that comes from national
operating experience.

Your title policy is backed
by great financial strength

Chicago Title Insurance Company is one
of the nation’s strongest. Capital, sur-
plus and reserves total more than $21-
million. For specific information, write:

Chicago
Title Insurance
Company

111 W. Washington St., Chicago, lll. 60602

Circle 60 on Reader Service Card
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ferent fuel, a different system, requiring a
different environment, thus not subject to this
type of comparison. This is a favorite trick
of the anti-electric-heat people. Electric
utilities do not claim lower costs. When ap-
plied properly, electric heat is a quality sys-
tem, and it is fairly competitive.

In spite of the apparent bias in your arti-
cle regarding costs, subsidies, and promotional
practices, you do convey the thought, whether
intentional or not, that electric heat, total
comfort with warm air, and the heat pump
all rate high technically.

F. T. RITTER, director of technical services
Metropolitan Edison Co.
Reading, Pa.

H&H did not criticize rate discounting by elec-
tric utilities. We described it as an effective
inducement for winning over homebuyers to
a particular fuel or heating system. Our re-
port does not pass judgment—either implied
or stated—on any kind of heating subsidy or
any other sales or promotion practice in the
heating industry. The fuel-cost comparison
table, as the article points out, is reproduced
from a card published by the Better Heating-
Cooling Council. It is presented as a current
example of heating-fuel sales promotion by
the hydronics spokesman—not as a guide-
line. Mr. Ritter's statement that “electric
utilities do not claim lower costs” is some-
what at variance with much of the electrical
industry's promotion literature.—ED.

Alternatives to realty taxes?

H&H: Allow me to make a few comments on
the property-tax “muddle” [NEws, June].

Most students of property taxation agree
that real estate taxes should be greatly re-
duced because they discourage residential
construction, increase the cost of home own-
ership, and impair the quality of our hous-
ing. But how can cities and counties bring
in the greatly increased revenue needed to
discharge their responsibilities?

Many tax experts advocate broadening the
tax base but don’t tell us what taxes should be
used. City income taxes, if permissible, will
drive residents out of the city. Payroll taxes
are inequitable because they impose a burden
on earned income without taxing unearned
income. Business taxes will drive business out
of the city. Gasoline taxes are often pre-
empted by the states and used for highway
construction. There remains only the sales
tax as a major source of revenue. Yet sales
taxes are in many instances used by the states.
Moreover, there is a definite limit to the rev-
enues that these taxes can produce because
the rates cannot be increased ad infinitum.

So it seems to me that no tax expert has
yet come up with the proper answer to the
impasse.

HERBERT BAB, economic adviser
Statewide Homeowners Assn.
Los Angeles

FHA market study

H&H: The voice of local criticism has been
raised in protest against FHA’s market analysis
of the Cincinnati area [NEws, May]. Our re-
ports on the vacancy situation have been sub-
mitted to FHA with requests for a new study
to reflect the true picture and help avoid a

House & HoME’s 1965 editorial in-
dex, an eight-page reference guide,
is now available. If you'd like a
copy (there’s no charge), write to:
Reader Service, House & HoME, 330
West 42 Street, New York, N.Y.
10036.

housing shortage in some market segments.
Vacancies here are at their lowest rate in

five years, and the favorable trend has accel-
erated during the past year. During the same
year the area’s nonagricultural employment
has increased by 17,300 jobs. Despite an FHA
forecast of decline, construction of new rental
units in Hamilton County for 1965 was 16%
above the average of the last five years. FHA
had suggested no new rentals would be re-
quired for three years.

RicHARD G. CoLEMAN, director

The Better Housing League

Cincinnati

FHA foreclosures

Builder Robert Seabury suggested (LETTERS,
July) revisions to FHA's methods of selling
foreclosed houses, including pricing resales
above the level of existing mortgages in the
area and obtaining deficiency judgments
against walkaway homeowners. FHA Commis-
sioner Philip Brownstein comments:

H&H: In a free market, supply-demand rela-
tionships establish the price at which houses
will sell. Unfortunately, it sometimes hap-
pens that property values in a given area
may dip slightly below some outstanding
mortgage balances. Conventional and FHA-
owned home sales will then take place at
that market level.

Arbitrarily pricing FHA-owned homes at a
level above existing mortgage balances would
be artificial and would presumably reflect
the last sale rather than the market and com-
parable conventional sales. On the other hand,
market-level sales should work to bring sta-
bility and to restore the market.

As to what happens to the family after
foreclosure, mortgage companies may report
to credit bureaus the names of borrowers
whose homes are foreclosed and also may
seek deficiency judgments against such bor-
rowers. FHA does not require this, however.
Lenders are direct participants in the mort-
gage transaction and in foreclosure proced-
ures; FHA is not. Foreclosure action is a
matter of public record. If a person who
has permitted his home to go to foreclosure
again applies for a mortgage, the fore-
closure history should be found by a routine
credit check.

Laws governing deficiency judgments vary
from state to state. For FHA to seek such
judgments would give unequal treatment by
the government to borrowers. Experience in-
dicates that the threat of lawsuit would have
little effect on preventing foreclosures. Loss
of income, death, ill health, and divorce are
major causes of foreclosure which would be
unaffected by the threat of suit.

FHA is very much concerned about the

Letters continued on p. 58



All patterns shown actual size.

Whats in a name?

Durasan means durability. It's the tough Gold Bond vinyl-covered gypsum wallboard.
Amazingly scuffproof. Ideal for heavy traffic areas. And the gypsum-rock core is fireproof.
Durasan® comes in 8 textured, standard colors; 4 woodgrain patterns. Special, custom
or stylized patterns on special order. Contractors can install these beautiful 4'-wide ' S8 S
ceiling-height panels at less cost than building bare walls and then decorating with

vinyl. Or they can be used in the new Contempo-Wall Demountable Partition System.

Cost of maintenance is negligible because stains and smudges wash right off. Ask GOId Bond
your Gold Bond® Building Supply Dealer to show you the exciting new patterns. Or DURASAN
write to National Gypsum Company, Department HH-86G, Buffalo, New York 14225.
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We use five skilled men ...
(and six beautiful women)
to build one closet shelf...
just to save you the cost of
one skilled man installing
five shelves ... or a dozen!

When you buy X-Panda
Shelf® you’re buying material
plus skilled labor “built-in” at the factory.

These strong steel shelves go into your closets fast with only a
screwdriver . .. with no mistakes, no waste and no painting. X-Panda
Shelves are available in a choice of five factory finishes — all bonderized,
high-appeal enamel colors. Brackets and rod have a beautiful brushed
satin-tone finish. X-Panda Shelves are stronger than custom-built wooden
units . .. can’t warp, splinter or burn. .. carry the famous Good House-
keeping guaranty. Send coupon below for literature and prices.

These leading builders use X-panda Shelf
“BUILT-IN” LABOR:

Fantastic Homes, Arlington, Tex.
Ivan R. Ford, Inc., McDonough, N.Y.
Fred Falender Building Corp., Indianapolis, Ind.
Frank J. Rooney Const. Co., Miami, Fla.

Pease Homes, Hamilton, Ohio
Presidential Homes, Pemberton, N.J.

1 OR PERFORMANCE
q@m ”F"'ﬂ;,

% GUARANTEES

3 g

+ Good Housekeeping

o, ‘s*
MENT op neruND 10

Please send facts on X-Panda Shelf
with “built-in"" labor

... plus other Home Comfort items
checked below:

products co.

] P. O. BOX 68, PRINCEVILLE, ILLINOIS 61559 , PHONE 309 385-4323
0 VENT-A-SYSTEM attic ventilation O LOUVERS & SHUTTERS HH
1
| Name
Firm
Address
City State ZIP

-

Circle 62 on Reader Service Card
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start on p. 52

foreclosure problem and the personal diffi-
culty it causes families. The agency has for-
bearance provisions which encourage mort-
gage lenders to work out arrangements with
borrowers in financial difficulty so as to avoid
foreclosures. The system has helped many
families to retain their homes.

PuiLip N. BROWNSTEIN, assistant secretary-
commissioner

Federal Housing Administration

Washington

Open-occupancy
H&H: I think your July editorial represents
public service of the very highest order.
Houste & HoMmE, more than any other publi-
cation in the nation, speaks to the leadership
in the nation’s homebuilding industry—the
very industry which, with its colleagues in
real estate brokerage and mortgage financing
has failed thus far to recognize the impera-
tive of full equality of opportunity in housing
based on law. The July editorial, therefore,
reafirms both H&H's integrity and its determ-
ination to serve the large public interest.
There will, of course, be cries of outrage

and criticism from those of limited views
and selfish motivation. But this is the meas-
ure of leadership, and we here at NCDH com-
mend you for it.

Jack E. Woob, JRr., assoc. executive director

National Committee Against Discrimination

in Housing
New York City

Housing in the Great Society

H&H: Your editorial on the Great Society and
its attitude toward housing [June] deserves re-
printing and submission to all members of
Congress and all offices of the Housing & Ur-
ban Development Dept.

SIDNEY B. PosiN, vice president

Arbor Homes

Waterbury, Conn,

Renewal in Tucson

H&H: Your report of the appointment of
Don Hummel (former mayor of Tucson,
Ariz.) as assistant secretary of HUD [NEWwS,
June] notes parenthetically that Tucson’s
first urban renewal project was dropped by
the city. To present the full story, the paren-
theses should be expanded to add that early
this year Tucson’s electorate, in a bipartisan
effort, resoundingly adopted an 80-acre urban
renewal project which will entail an approxi-
mate $8-million federal grant. This project
is a substantial part of the initial program,
to which you refer, that was dropped in 1962
by Hummel’s successor administration with-
out a public vote,

The fact that Tucson is the only Arizona
city that has embarked upon urban renewal
after several abortive attempts in Phoenix
and elsewhere is a belated tribute to the
efforts of Don Hummel—and evidence that
Tucson has overcome the anti-federal gov-
ernment philosophy which had deprived
Arizona cities of valuable federal assistance
for too many years.

S. LENWOOD SCHORR
Schorr & Karp, attorneys
Tucson Ariz.
Writer Schorr, Tucson's special counsel for
urban renewal, was previously assistant city
manager and urban renewal director.—ED.



MR. BUILDER...

HERE’S THE INSIDE STORY

on quicker sales...happier customers!

. You can add eye appeal, practical
luxury, lasting value and greater saleability to
your homes when you go “the extra mile” with
Brown’s Supercedar closet lining.

Architects and interior designers heartily rec-
ommend cedar linings—and women love its
beauty, aroma and protective quality. Cedar sells
itself...makes your job easier... more profitable!

Build cedar closets into your next group of
homes—it costs less than ordinary plaster and
only slightly more than drywall construction—
and the difference in quality, looks and durability
give you a decided edge over competition and
your buyers a product of lasting satisfaction.

Millions of women across the country
are being exposed to the virtues of
cedar through intensive promotions in
the following publications:

® House Beautiful’s Houses &
Plans

@ House Beautiful’s Decorating
Guide

® House Beautiful’s Remod-
eling Guide
® House & Garden
Remodeling Guide

® House & Garden Deco-
rating Guide

@ Better Homes & Gardens
Home Improvements

® Home Modernizing
Guide

GEO.C.

BEROWN

AN COMPA N Y inc

1

CLOSET LINING
GREENSBORO, N.




These successful builders
won’t tell you

aII their secrets.
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“Tappan has more to offer,”” says Irving Stitch, who “Finest equipment on the market,” says Mike and Travis Henderson, builders
shopped the market to find the best buy for his Cape- of Henderson Hills in Oklahoma City. They produce volume sales (300 units
well Towers high rise in Hartford, Connecticut. Each last year) by offering top value. Standard equipment in a Henderson kitchen:
of the 200 units he built last year includes a Tappan Tappan range, hood and disposer.

range and hood. And they rent fast at $127 to $197

monthly.

“Tappan quality lends itself remarkably well to the decor of our homes,” says “Our customers trust Tappan,” says Manny Barenholtz,
Robert Carlson, custom home builder and developer of Royal Oaks in Wood developer of Four Seasons in Aurora, Ohio. He has cre-
Dale, Illinois. His magnificant homes, priced from $45,000 to $125,000, fea- ated an outstanding community by combining good
ture a complete kitchen of Tappan Time Machines. taste with a flair for promotion. And by offering such

exciting features as the incredible new Tappan Elec-
tronic Cooking Center.



Tappan Twin-Temp Combo: The refriger-
ator-freezer that’s practically a super-
market in the kitchen. Over 20 cu. ft. of
storage in only 36” of space. No defrost-
ing ever. Classic built-in look, but a snap
to install. Match cabinets with door
inserts. Also in white, coppertone or
Lusterloy.

Tappan Reversa-Jet Dishwasher: Sticky
food can’t hide from Tappan’s powerful
reversing spray arms. They wash in both
directions to get dishes clean all over.
Three models—all designed to save you
installation time. Match cabinets with

They feature Tappan Time Machines.

wood or choose Lusterloy, coppertone,
provincial, turquoise or yellow finishes.

Tappan Profile Range: All the features
women flip for at an incredible low price.
DuPont TEFLON liners in both ovens
lift out and wash in the sink without
scouring. Single oven or over-and-under
models, gas or electric. Slip-in or drop-in
installation. Available in white, copper-
tone or smart new Provincial styling
(the new look that helps sell houses).

Tappan Disposers: The disposer with
more do’s than don’ts. Makes food waste
—and customer complaints—disappear.

Installs in minutes. Tappan Vent Hoods :
No outside wall? No problem with Tap-
pan no-duct hoods. Wide choice of ducted
models, too. Tappan Kitchen Cabinets:
Perfect setting for the Time Machines.
Superb craftsmanship, beautiful woods.
Ask your distributor to show you the
complete Tappan Line.

TAPPAN

Time Machines

The Tappan Company, Mansfield, Ohio« Tappan-Gurney, Ltd., Canada




Kingsberry’s Km technique sold this beautiful home!

Through Kingsberry’s data processing
computers, marketing experts are able
to weigh the results from data furnished
by the builder concerning his operation
and are able to give him K-MAP rec-
ommendations for price range, forecast
of sales, operation and cost budgets,
model selections, organization table,
plus merchandising and advertising.
K-MAP specifies houses, such as the
above 1628 square foot Kingsberry
“Montclair” model. It further specifies
particular features—basics as well as
options—which must be included, and
which will sell at an average of 8% net
profit for the builder!

Standing behind the strong market-
ing programs of America’s fastest grow-
ing manufacturer of homes are many

MAILTHE COUPON BELOW TODAY

other factors that make Kingsberry
easy to sell: individualized designs;
superior quality; beautiful interiors and
many exciting options.

Available from Kingsberry are a
choice of deluxe kitchens with warm,
rich wood cabinets, louvered doors and
handsome brass-finish pulls. Built-in
wife-saver appointments and various
luxurious cooking arrangements that
will be a “hit” with the ladies.

There are several handsome-regal
Kingsberry bath options like: beautiful
cultured marble-top vanities and bath
surroundings; decorator plate-glass mir-

ol s
KINGSBERRY
M ameemy
HOMES

rors; luminous ceilings with a choice
of colored bath fixtures.

Big features like Kingsberry’s hand-
some, paneled dens; small features like
Kingsberry’s new cultured marble sills
for aluminum windows; bright features
like a choice of luxurious lighting pack-
ages.

Now, for the outside, Kingsberry
offers a choice of 100 designs at prices
from $10,000 to $40,000, from modern
to classic, and from contemporary to
traditional.

Mail the coupon below and let
K-MAP show you how to get into a
higher sales bracket and increase your
profit with models that fit your opera-
tion.

COPYRIGHT © 1966 KINGSBERRY HOMES

Mr. Robert Smith, General Sales Manager/Kingsberry Homes/Dept. HH-4, 5096 Peachtree Rd., Chamblee, Ga.

Please rush me information on K-MAP. | have

lots ready to build on. In 1965 | built

houses in the $ price
range. | am interested [] in construction financing.
Name Title
Firm
Address Phone
City. State Zip

Circle 65 on Reader Service Card



EDITORIAL

On being an expert

House & Home

August 1966

"Twas brillig, and the slithy toves did gyre and gimble in the wabe:
All mimsy were the borogoves, and the mome raths outgrabe

Jabberwocky? You bet. And it’s the kind of stuff you hear
from the so-called experts who blame the high cost of hous-
ing on the industry’s supposedly old-fashioned technology.

There’s no question about the real concern of many peo-
ple over the inability to house low-income families adequately.
But the problems are not technical. And when next the
inevitable argument about housing’s high prices comes up,
we in the industry can help clear the air by giving the experts
some facts to chew on.

The first facts these experts should know (but apparently
don’t) are the costs involved in the price of a house. In 1966
the average single-family, merchant-built house will be priced
at about $22,000. The price breaks down about like this:
improved lot, $6,000; materials and products, $8,000; on-
site labor, $4,000; financing, overhead, sales costs, and profit,
$1,000 each (total, $4,000).

The direct cost of this $22,000 house (without lot) is
only $12,000, and it offers about 1,600 sq. ft. of livable
floor area, three bedrooms, two baths, and full air condition-
ing. The unit cost is only $7.50 per sq. ft.; there is no other
system of building known that will come anywhere near that
figure and still provide such comfort and luxury.

To go further, the mechanical elements in the house total
$4,000 and break down like this: electricity, $400; plumb-
ing, $1,000; appliances, $8,000; and heating and air con-
ditioning, $1,800. If you exclude these from our structure
its cost is only $8,000, or $5.00 per sq. ft. That’s a very low
figure for a finished, permanent structure.

The next facts our experts should know are the reasons
we build as we do. We are the only industry that, in effect,
builds a factory to make a product and, when the product
is finished, tears down the factory. That sounds like a terri-
ble waste of money, but it really is a rather efficient system.
Our “factory” is an assemblage of men and materials at the
site, not a huge building with a big capital investment in
equipment. It makes sense because what we build is fixed
in place—tied by its foundation to the ground. (And it is
built to last much longer than any other consumer product.)
So instead of moving our product along an assembly line,
we keep it stationary and move the men and materials.

Although modern industrialization may not be too apparent

—Lewis Carroll

to the casual observer of this process, it is, nevertheless, there.
Highly mechanized earthmoving and materials-handling
equipment, portable and fixed power tools, prehung doors
and prefabricated windows, plywood, drywall, trusses, pre-
finished interior and exterior surfaces, and hundreds of other
products of modern industrialization all make up the fabric
of housing’s own industrialization.

Should the experts belittle this explanation, consider the
example of the automobile, which has to be marked up some
60% to pay for the overhead imposed by its factory and pro-
ducer. Or consider mechanized house prefabrication plants:
the prefabber must put less than a 40% total markup on
his house package to compete with the conventional on-site
subdivision builder. And since the prefabber’s plant over-
head alone requires at least a 35% markup, the big sub-
divider’s on-site factory is usually a cheaper proposition than
any other modern building method. And it certainly makes
houses look like better buys than automobiles.

Finally, we should unburden our experts of all the fond
illusions they carry around about the brave new world of
space technology and esoteric chemistry. There are experts
who will tell you that housing could be built for half the
present price if we used entirely new materials and construc-
tion techniques. There are even some who will tell you
that they know what these new materials are.

Well, these new materials have got to be cheaper than air,
because if we were to omit completely the exterior walls of
a single family dwelling, we could only save 5%. In other
words, if modern technology could come up with something
that would give us exterior walls for nothing, it would make
little difference in the final price.

The truth of the matter is that the housing industry con-
tinues to cut every possible nickel from the cost of its prod-
uct. For instance, the roof truss system in the latest NAHB
Research House reduces the number of trusses by more than
half and uses the same size members. Yet the net result is a
saving of only a few cents per sq. ft. for the entire roof.

Let’s let the experts know these things and maybe we can
make some progress in cutting the real high cost items in
housing: land, money, and politics.

—RicHARD W. O’NEILL






On the following 16 pages
you will see . . .

13 award-winning
apartments and
townhouses: .

And 1t’s no coincidence that :
they've all been highly successful
m the marketplace—often in areas
where other multi-family housing,
offered at lower rents or prices,
has gone begging.

The moral: Imaginative exciting
design s a highly marketable—
and often indispensable—commodity
m today’s apartments and townhouses.
To see how the award-winming
architects created this commodity,
turn the page.

*From the 1966 Homes for Better Living compe-
tition sponsored by the American Institute of

Architects in cooperation with House & Home
and American Home. (For-details, see p. 81)

UPPER-LEVEL WALKWAY is a feature of Honor-
Award project. More photos are shown on p. 66,

,@‘;{;



AWARD WINNING APARTMENTS AND TOWNHOUSES continued
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1. STONE WALLS and shingled mansard roofs 2. RAILED OVERPASSES cross the inner court-
maintain house-size scale in this large project. yards, lead to upper-level units.

Rambling clusters give this project
the appeal of small neighborhoods

And since each of the ten clusters contains ten
or eleven units of differing sizes and types, the
resultant variety of families makes it in fact a real
neighborhood. Most tenants are professional people,
but their professions range from engineering and
sales through teaching, medicine, government and
architecture, to artists, writers, airline pilots, and
secretaries. Approximately 90% of the 107 units
have been rented since their completion in December,
and the developer (who has projects in 13 other
states based on the same broad market appeal) now
has another larger group of similar clusters under
construction in another part of the 24-acre project.
Rentals range from $140 for a one-bedroom unit to
$230 for a two-bedroom ‘penthouse’ unit at the top
of the hill.

Honor Award. Architect: Ireland & Assocs. Devel-
oper: Multicon. Location: Towson, Md.

continued
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3. STEPPED-UP BUILDINGS ascend the sloping
site, have on-grade units at each level.
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4. CARPORTS off inner courtyards have roof
decks separated by extensions of carport dividers.
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three-bedroom units.
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Shaded sections refer to lower levels (see section,
below), unshaded sections to upper units.




VACATION TOWNHOUSES, built of rugged materials to

Seaside condominiums make the
most of a narrow strip of oceanfront

The ten-unit cluster plan could ultimately allow the
developer to put 137 vacation units on the 35-acre
site. Each unit has been given a view of the ocean
without sacrificing privacy, and each unit is a 24’
cube with as few openings as possible except for sky-
lights, bays, or glass-enclosed decks. Result: both
privacy and protection from the almost perpetual
winds off the ocean. There are also private walled
gardens, greenhouses, decks, and terraces, most of
them enclosed against the wind. Interiors are natural
wood, and the redwood exteriors are left to weather.
All of the first ten units, priced from $25,000 to
$32,000, have been sold, and the next cluster is
under construction.

Award of Merit. Architects: Moore, Lyndon, Turn-
bull, Whitaker. Developer: Oceanic Properties Inc.
Location: Sea Ranch, Calif.
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FIRST LEVEL
FLOOR: PLAK

withstand weather, are clustered together along a strip of California coastline.
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SECOND LEVEL,

NARROW BRIDGE leads from upper-
level bedroom to bathroom and storage.

KITCHEN BLOCK open toward dining area, sup-
ports bathroom, balcony, storage area above.
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& .
OPEN BEDROOM can be enclosed for privacy
by lowering sailcloth suspended from skylight.

COMMUNITY DECK, sheltered by surrounding
townhouses (view A), provides wind protection.

GLASSED-IN DECK (view D in plan), provides
sunlight, view of ocean, and wind protection.

BN

SECORD
LEVEL

R = OCEANFRONT ENTRANCE (view B) leads be-

tween houses to community courtyard (above).

GLASSED BAY on corner of one upper building

ATIMIIEST amr e



How to put four patio apartments—
plus parking—on a 50'x100’ lot

Moreover, there’s nothing cramped about this project.
Each of the four two-bedroom units has 840 sq. ft.
of living space indoors, a large patio or deck out-
doors, and parking space in the centrally located car-
port on one side of the lower level. And each unit
gains excellent privacy from well separated entrances,
screened-in patios or decks, and wide overhangs at
both levels.

Planned for a middle-income apartment neighbor-
hood, the twin buildings are placed sideways, one
behind the other, on the narrow lot to take full ad-
vantage both of the site and the existing alley along
one side. Rentals are $175.

Award of Merit. Architect: Sam Kiyotoki. Builder:
Jack C. Kunz. Location: Los Angeles, Calif.
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NARROW SIDE of project faces street. En- PRIVATE PATIO runs across rear of project UPPER-LEVEL UNIT has large living room with
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COMPACT PROJECT includes two joingd buudings, each witn two two-bearoom units, sheltered parking off the side valley (left),

M

recessed upper deck.
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UPPER LEVEL

trances to rear and upper units are at right. with fenced-in service areas at either side. sliding glass doors to private deck.

70
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LAND SIDE OF PROJECT features sheltered balconies, cut out of the steeply sloping shingled roofs, which provide protection from the wind.

: ,A staggered plan gives these unusual
‘vacation townhouses unusual privacy

UNITA UNITB UNITB UNITC UNITB UNITB UNIT A

Specifically, the setbacks of this seven-unit ocean-
front building 1) decrease the areas of common wall,
2) provide private pockets for outdoor living, and
3) give each unit a feeling of separateness. More
privacy is gained from the individual carports and
entrances to the units. And the side-by-side bedroom q BR
balconies in the larger units are separated on both 5B
levels by an extension of the party wall and the con- il
tinuation of the sloping roof line. The condominium
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units range from a 720-sq.-ft. one-bedroom unit for UFPER LEVEL ¢ ZoFT
$16,500 to a 1,200-sq.-ft., two-bedroom, two-level

model for $25,000. All were sold well before com- (5 — ]

pletion. e = |

Award of Merit. Architects: Donald Blair and Saul
Zaik. Developer: Salishan Properties, Inc. Location:
Gleneden Beach, Ore.
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URELE B e UNIT & LOWEHR LEVEL

Photos: Edmund Y. Lee
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SEAWARD SIDE OF PROJECT shows varying heights of low-pitched roofs, overhangs that shelter glass living-room walls, rugged fences around patios.

_ continued
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BALCONIES ON THE PLAZA, separated by extensions of party walls, overhang the shops below and form a sheltered walk around the J-shaped center.

Photos: Bill Maris

These townhouses bring single-family
living right into the center of town

They form the nucleus of the first village center of
Reston, Va., a 7,000-acre new town 17 miles outside
of Washington, D. C. One 34-unit section curved
around a community plaza (above), has shops on the
ground level, two levels of living above. A second
section (right) and a similar section across the la-
goon (see site plan) contain 41 three- and four-level
units. Since their December opening, all but one of
the over-the-store units have been rented at rates
ranging from $125 for efficiencies to $250 for two-
bedroom units. More than half of the townhouses
have been sold at prices from $36,000 to $45,000,
depending on size rather than location.

Award of Merit. Architects: Whittlesey & Conklin.
Contractor: Eugene Simpson and Brother, Inc. De-
veloper: Reston Virginia, Inc.

/=____|. ]=.=‘ WATERFRONT TOWNHOUSES have three levels
of glass walls, two of balconies, facing lake.
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UNIT C

" FOUR-LEVEL UNIT has main second-level en-
trance at left, family entrance at right.
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VILLAGE CENTER contains 146 living units in Z
a variety of apartments and townhouses. I |5?‘ @
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FIRST LEVEL ® PECOND LEVEL FIRST LEVEL SECOND LEVEL THIRD LEVEL

UNIT A

RENTAL UNITS above shops have private en-
trance courts at rear near parking area.
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These townhouses expand—and
upgrade—an existing rental project

When the two-thirds-of-an-acre site was purchased,
half of it was already occupied by a pair of six-unit
apartment buildings. First, the architect—who was
also the new owner—remodeled the existing build-
ings. Then he designed a staggered plan (lower
right) to make the most efficient use of the remain-
ing simi-circle of land. The new section includes ten
townhouses—one-bedroom units near the ends of the
semi-circle and larger two- and three-bedroom, two-
level units in the center. All have individual carports
and entrances along the curved street. Rentals range
from $115 to $275, and the project has been almost
fully occupied since its completion in early 1965.

Award of Merit. Architect-Owner: Howard Barn-
stone. Builder: Metropolitan Builders Co. Location:
Houston, Tex.

REAR BEDROOM of larger central unit has deck
at left, window to inner court, right.

COURTYARD WELL, seen here from living room,
lets light into large unit (shaded in plan, right).

STAGGERED FACADE bends gradually around the curved site, well screened from the street by trees, carports, and entrance-court walls.

Photos: Hickey & Robertson

SHADED BEDROOM BALCONIES above car-
ports alternate with wider living-room decks.

UPPER LEVET,

LOWER LEVEL
¢ o 70 207
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High-priced condominium townhouses
make the most of high-cost land

74

Six three-story units, each priced at $98,000, oc-
cupy a prime residential site which is only 106
wide and 137" deep (land plan at right).

The small site near downtown San Francisco,
formerly zoned for three detached-house lots, is now
divided into strips of land slightly less than 18" wide.
Yet each unit has 2,165 sq. ft. of living space, plus
a two-car garage and 350 sq. ft. of unfinished space
on the street level. And despite the narrowness of the
lots and the proximity of the houses, each house is
almost totally private from its neighbors. Individual
entrances are not only deeply recessed but also sep-
arated by street-level projections which enclose trash
closets. On the two upper levels, both front and rear
windows have been placed so that no unit looks into
another unit or onto another unit’s outdoor living
area.

Award of Merit. Architect: John Louis Field.
Builder: C. M. Peletz Co. Location: San Francisco.
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CHEERFUL ALCOVE, at far end of living room, DINING DECK serves both family eating area
overlooks garden and deck at rear of house. off kitchen and formal dining room (below).

OLD-FASHIONED DETAILS of interior trim show SERIES OF SKYLIGHTS admit daylight to dining

in paneled kitchen door and frame. room from upper-level light well.
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FAMILY EATING AREA, beyond kitchen, is set NARROW DOOR opens dining room to dining
in two-windowed bay facing street. deck, with blank wall of next unit on one side.
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AWARD WINNING APARTMENTS AND TOWNHOUSES continued

Photos: Rondal Partridge

HILLTOP PROJECT combines apartments on
three levels, left, and two-story townhouses.

+
[ [ _E_ Ly
DIERL. = g8
o LIVING B BR

e | | _Ez-l e
. = raert 1 B e

: ; DECK
ONE BEDROOM UNILT

LANDSCAPED WALKWAYS divide large inner . e
recreation space into small areas for privacy. o Lt

L ARS8 Ly
- o - BR
A high-density project surrounds o2 E lﬁ
UPPER
landscaped outdoor living : LEVEL
That is how the architect de-emphasized the project’s E UM E)I TOWRNHOUSES
density—72 units on 1% acres. He grouped the units
in a triangle, placing 47 apartments on one side and ".’.=. LIVING
25 two-story townhouses on the other two sides. DTEE b
Inside the triangle he placed a landscaped area of = LOWER
trees and walkways with a swimming pool at the Gy 5
center.
Outside, the project is three stories high plus park- =1 R
ing. But inside, from the garden area, the project {rfg*\“ i s b el G R R B
appears only two stories high. Reason: the project 1
is cut into a hilltop, and the grade slopes down from u@
the rear of the units to the front. Rentals range from ] gl

$100 for one-bedroom apartments to $325 for two SECTION A-A
penthouses. Townhouses are $180.

Honorable Mention. Architect: Thomas & Wolver-

ton. Builder: Nitco. Location: Walnut Creek, Calif.
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A compact sixplex offers a variety
of plans around a center courtyard

The plans were varied by changing the size and
shape of living-dining areas, altering the type and
placement of built-in storage, and by making a
second bedroom convertible to a den, Private en-
trances from the central court contribute to the feel-
ing of individuality in each unit.

The six units rent from $140 to $185, and al-
though these are slightly higher rates than others in
the same area, the small project (cover photo) has
had a waiting list since its completion a year ago.
This is the first building in a small (1%2-acre) proj-
ect which will eventually contain 1§ more units—
apartments like those shown herejand townhouses.

Honorable Mention. Architect: John Anderson.
Builders: Wood Construction, Leo Seagrove. Loca-

)

tion: Bellevue, Wash.

OUTSIDE STAIRWAY from lower-level garage INSIDE STAIRWAY, also from garage, leads
leads to the project’s main entrance. directly into inner courtyard,

REAR DECK, shared by two units,
and screened for privacy by redwood fencing.



AWARD WINNING APARTMENTS AND TOWNHOUSES continued

Photos: Richard K. Koch

UNUSUAL DETAILS are sloping, shingled roof caps over cantilevered balconies. Simple parapets match fences below and stairway enclosures.

Striking design draws tenants in
an area where vacancies are the rule

=

dECOND LEVEL

ST

- : LIVING
This eight-unit project hasn’t had a vacancy since

it was completed late in 1964. What’s more, it has :
had a constant waiting list even though most neigh- )

; : : [ i
boring projects with lower rents are partly vacant. I;%ﬁm

Set back from two streets on a wedged-shaped,
half-acre corner lot, the project looks like a single
building. Actually, it is two identical L-shaped build-
ings sited so that the insides of the Ls form a
central courtyard. Entrances to all units face the
courtyard on two levels (as do the ‘kitchen walls,
bathrooms and storage). Living areas, faced away
from the central court for privacy, have outdoor
patios or decks screened from the street by fences

or high parapets. Rents range from $150 to $185.

,
! |
! |
V1

Honorable Mention. Architects: Ferry & Hender-

: FIRST LEVEL
son. Builder: Duda & Son. Location: Springfield, III. l

0 5 10 (BFT- -

_—

RAISED CEILING follows line of roof cap that

TWO-LEVEL COURTYARD, sheltered by upper
canopies balcony off upper living room.

walkway on four sides, is open at two corners.

78
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D L STAGGERED SITING allow\;"‘mre: rivacy for

g Wj individual units that step up sloping hill.

sl Here’s faculty housing with three
: bedrooms renting for only $110

PHEHCOND LENVEL
For that low rate, occupants of this ten-unit project
near Kenyon (Ohio) College get many of the ameni-

é (L : e ties of much higher-priced apartments. Items: third
HEETE "R LIVING \ floor studies overlooking trees, private backyards
F___ i o s TTVETG o e ! with outdoor storage and big closets.

EEESITFS ‘ Rents were held down by careful planning, simple
*/L [ - ; design, and the use of low-cost materials like
\\// < B HE— plywood siding and concrete-block walls. The archi-
> ks = [3 D . tect, who got the idea for these units from European
R = e I L ;’}nﬁf:g bﬂ townhouses shown in Hous & HoMEe (July '61),
/7 »117 found the land, arranged the financing, supervised

eI construction, and now manages the project.

Honorable Mention. Architect: Jim Morgan.
FIRST LEVEL Builder: R. A. Bergs Inc. Location: Gambier, Ohio.

o 5 1o i5FT
et}

iy

REY BRARC | [l T

SLANTED WINDOW WALL in quiet top-level REAR PATIOS are partly screened from neigh-
study provides view of trees, shelter from sun. bors by projecting walls and storage sheds.

continued



AWARD WINNING APARTMENTS AND TOWNHOUSES continued

Fhotos: Rene Laursen

RECESSED WALLS of these units near the
formal entrance provide protection from sun.

r ; ' S

b
N

Y pAS " R s
CORNER BALCONY of end unit is protected by PROJECTING WALLS between units increase pri-
deep overhang and projecting panel. vacy of outdoor living on two levels.

A high-density rental project mixes
apartments with townhouses

There are 22 units on the one-acre site—17 one- !
0|
level, one-bedroom apartments and 5 two-level, two- i ——
|

bedroom townhouses. And despite the relatively high . - =
density, the units have plenty of outdoor living be- il 2R ¥

cause most of them face outwards from the top } = PARRING UNDHR,

of a bluff which overlooks Newport (Calif.) Har- i e

bour. What’s more, individual outdoor and indoor FBIB ?

areas are relatively private because the units are — = —
staggered along two sides of the site. This arrange- | ==

ment reduces common wall areas, shields patios or
balconies from neighboring units, and provides
small shared entrance courtyards. Rentals at the
project are from $145 to $230.

Honorable Mention. Architect: Robert E. Lee.

Builder: Spar Construction Co. Location: Newport
Beach, Calif.

@ O lo 20 30FT

» L 4 ) N
LANDSCAPED WALK leads past small inner
court to 44-car, sheltered parking aea.
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Photos: Marvin Rand
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A three-level luxury project
| capitalizes on its prestige location

The three-levels—all identical to the plan above— let
the developer put 15 two-bedroom apartments aver-
aging 1,200 sq. ft. on a 65'x175’ lot, formerly occu-
pied by one house, in a high-income residential area.

There is a parking garage on a fourth (lower)
level and a community deck on the roof. Each unit
also has a private patio or balcony off the living room
and one bedroom. Individual entrances are along one
side of the building, and upper levels are reached by
stairways at both ends or by a central elevator.
Rentals—from $220 to $250—include carpeting, dra-
peries, heating, and air conditioning.

Honorable Mention. Architect: Pulliam, Zimmer-
man & Matthews. Builder: Leslie C. Watts. Location:
Pasadena, Calif.

FORMAL ENTRANCE to project, raised above
street, leads to side walkway atop garage roof.

'3

ER—

SIDE BALCONIES on two levels CANOPIED ELEVATOR opens to INDIVIDUAL ENTRANCE leads to
overhang ground-level patios. outdoors on three living levels, end unit (shaded in plan, above). area opens onto private patio.

WINDOW WALL at end of living

This jury selected the 13 award winners

The jurors, who studied more than 100 townhouses and
apartment entries in this year’s Homes For Better Living
program, were (left to right): James P. Gallagher, senior
editor, House & HoME; Enslie Oglesby, a1a, Dallas; Chair-
man John L. Schmidt, Aia, director of architectural and
construction research, United States Savings & Loan
League; Herman H. York (standing), aia, New York City;
Claude Oakland (seated), A1, San Francisco; Alan C.
Borg, building editor, American Home; and Edmund J.
Bennett, builder, Bethesda, Md.

continued
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"STARTS OUTRAN THE BASIC REQUIREMENTS OF OUR RAPIDLY

EXPANDING POPULATION FOR 2!/2 YEARS"— HOUSING ECONOMIST,
CONRAD JAMISON

Map’s white areas account for 80% of the home-
building in California. Graph, in thousands of
units, shows how permits outran demand in early
1960s to bring downturn. Sources for the graph:
California s&L League and Vice Presidents Arch
C. Hardyment, research manager, Security First
National Bank, and Richard S. Peterson, chief,
national-regional research, Bank of America,
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wild and wrote a warning
for the nation’s builders

Nowhere in the U. S. is housing’s market research
more sophisticated and its merchandising more skill-
ful than in California. Yet California homebuilding
came into 1966 with 100,000 more vacant houses
and apartments than are needed for normal market
turnover.

The surplus, combined with tight mortgage money,
accelerated a skid in the state’s housing starts, and
now experts look for only 100,000 starts this year—
two-thirds below the nearly 300,000 units of 1963.

What’s more, there are other strong indications of
California’s housing troubles. Items:

e The Los Angeles metro area, formerly the
national leader in housing starts, has tumbled to
third place behind Washington and New York City.

® Tight money has crippled the state’s used-house
market, blocking new-house buyers who would trade
upward if they could sell old homes.

® A steady influx of repossessions has depressed
the FHA homes market. Consistent sales of 245 units
a month have failed to reduce a constant overhang
of 4,200 unsold units.

® The 204 state-chartered savings and loan associ-
ations had $350 million worth of repossessions
March 31. That is less than 3% of the s&Ls’ speci-
fied assets, it is true, but it is an increase of 20%
in three months.

® All 278 s&Ls lost $126 million in savings in
the first five months, although they stanched the out-
flow in June. Only by raising savings dividends to
5%4 % did they weather the first ten days of July, the
post-dividend period when savings shop around for
the highest yields.

The puzzler for housing men everywhere: How did
California’s savvy homebuilding industry get so
thoroughly out of touch with its market?

The answer in a nutshell: overlending, overbuild-
ing, and an almost mystic faith in population statis-
tics that, at best, are turning suspect. Those three
fundamental errors of practice and belief provide
lessons for all builders and lenders because they
reflect a basic lack of builder discipline and a failure
by financial managers to police their own lending.

For a close look at what went wrong in Calijornia
—and why—start reading at right.

HOUSE & HOME



The lenders’ view: ‘If you let them have the money, they’ll build’

That’s how President Bundy Colwell of the
Colwell Co., in Los Angeles, probably Cali-
fornia’s most successful mortgage banker,
explains the state’s building spree. His
stern judgment meets almost universal
agreement among lenders.

“We all did it,” says Charles E. McCar-
thy, vice president in charge of mortgag-
ing for the Bank of America. “The s&Ls
have Lzen the obvious overlenders because
of their tremendous growth, but banks did
it and the insurance companies probably
did it too.”

The graph on page 82 restates Mc-
Carthy’s thesis. Obviously persuaded in
1963 that California’s impressive growth
and population statistics would turn even
more spectacularly upward, the state’s
s&Ls raised their construction loans—the
advances made to finance builders putting
up new houses and one- to four-family
apartment buildings—to $2.5 billion, a
34% increase over 1962. The valuation of
new private dwellings financed by all lend-
ers (banks and insurance companies as
well as s&Ls) leaped 25% to $3.5 billion,
and builders put up 290,875 new houses
and apartments. It was California’s biggest
year, and starts topped 1962’s total by
22% . But housing demand ran below the
expanded rate of homebuilding.

Throughout the 1960s annual demand,
built on population growth and demoli-
tions, has remained virtually constant at
about 220,000 units. Looking at 1963’s
290,875 permits in that context, the Bank
of America’s chisf of national-regional re-
search, Richard S. Peterson, observes:
“Probably three-quarters of the net in-
crease of 100,000 vacancies was started in
1963.”

And there were other warning signs,
even in 1963. Southern California, which
builds 65% of the state’s new housing, lost
40,000 aerospace jobs that year. In-migra-
tion not only failed to turn upward; it may
have begun to ease. (“Those optimistic
population forecasts we've been making
are all wrong,” says President Ray Ed-
wards of Glendale Federal s&L.) Yet it
was not until 1965 that production finally
fell below demand and home buying began
to catch up.

Lending and appraisal abuses
abounded among S&Ls in 1963

Those abuses were detailed in HOUSE &
HoME’s widely reprinted study of April,
1964, California’s S&L Cliffhanger. The
California associations, always high rate
payers, increased net savings inflow to $3.2
billion in 1963—up 25% by comparison

with a 15% gain for s&Ls in the rest of the
country. The increase generated tremend-
ous pressure to put the money to work,
and the s&Ls’ total loans soared 37% to
$7.7 billion, even though former s&L Com-
missioner Frederick E. Balderston was
about to warn: “Price inflation in housing
has come to an end.”

In most cases the faulty practices were
due to inexperienced appraisers and to loan
officers who could be manipulated by sharp
builder-operators. In any case, the demand
for production outgrew the ability to han-
dle money.

Reforms came only after a Sacramento

" grand jury indicted one s&L president for

illegal lending and demanded 17 funda-
mental changes in s&L policing regulations.
The state subsequently instituted stricter
appraisal supervision and, with the help of
the California Savings & Loan League,
wrote legislation bringing s&L holding
companies under state audit control
(NEws, July '64).

Some S&Ls also lost control
of their checks on lending

And, Banker McCarthy now suggests,
they did so without fully realizing it. S&Ls
had based their single-family conventional
lending on an individual buyer’s potential

CONDOMINIUM

GRAMERCY PARK |

After the boom, scattered signs of distress blossom in southern California

OF T y g

HONCRARLE gy £ Stvgy

Housing bargains now are
for the hunting and buyers
know it. They may find
them in this sign along the
Santa Ana freeway (rop
left) or in ads (top right)
offering liquidation sales
and $42,950 houses for $995
down. Or they may be at
an auction (lower photos)
where Auctioneer Mario
Piatelli (waving arm) seeks
bids on land ordered sold
by bankruptcy court.

Photos: H&H staff
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CALIFORNIA, continued

income, a highly effective guide. But
California’s housing mix shifted from 44 %
apartments in 1961 to 52% in 1962 and
59% in 1963. With multiples, the lending
associations lost their close check on the
prospect’s potential income.

Bankers generally, some of them doubt-
less out of pure envy, blame the San Fran-
cisco Home Loan Bank’s generosity for
much of the s&Ls’ overlending. The s&Ls
argue that savings inflow, plus loan repay-
ments and income from loan sales, covers
most of their lending costs. Banks still
point out that the Home Loan Bank
pumped $422 million into California in
1963 and $464 million in 1964. It was not
until this year (NEws, June) that the
Home Loan Bank Board in Washington
froze advances for speculative lending, and
even then the San Francisco bank’s loans
to the industry continued to rise because
s&Ls needed money to meet withdrawals.

Now FHA housing also has troubles:
repossessions outstrip resales

The agency repossesses 265 foreclosed
homes a month but only manages to resell
245, and its statewide inventory of unsold
units remained above 4,200 for the first
four months of 1966.

Vice President A, William Barkan of
San Francisco’s Wells Fargo Bank blames

the agency’s policy of 3% downpayments,
instituted by Congress in the 1950s, for
many of the repossessions.

“Buyers regarded their obligation simply
as rent,” he explains. “When they got tired
of paying, they found it cheaper to walk
away than to continue ownership. The
practice was abetted by the mortgage sec-
ondary market, which bought the junk
mortgages on these homes.”

Yet FHA and vA together account for less
than 20% of California realty lending and
last year FHA took in only 6% of the fore-
closures in Orange, San Bernardino and
Riverside counties.

Tight money may be a blessing since
it imposes socme control on builders

The big money squeeze of 1966 has af-
fected California homebuilding in ways
not generally understood. It has probably
helped, rather than hindered, the building
industry by discouraging new starts and
preventing additions to surplus.

“The current mortgage money shortage
may prove to be a blessing in disguise,”
says Economist James C. Downs in a ref-
erence to San Diego that applies with
equal validity to the state.

Yet tight money was not primarily re-
sponsible for the big cutback in starts.

“We are one state with a surplus,” says

Economist Dougls V. Cannon of the San
Francisco Home Loan Bank. “Even with-
out tight money, we would build far fewer
homes in 1966 than in 1965.”

Credit severity is hurting in another
way, though. President Howard Edgerton
of California Federal s&L, the state’s larg-
est federal and the second largest asso-
ciation*, explains that it has choked off the
resale market and prevented a faster re-
duction of unsold inventory.

“It’s a vicious circle,” he says. “The poor
boy who wants to buy can’t get the money
by selling his old house.”

There is also a widely held misconcep-
tion in financial circles—the idea that the
flight of “hot” Eastern money is causing
the California building slowdown. That is
not true.

In April, for instance, out-of-staters
withdrew slightly less than 1.5% of their
deposits in California s&Ls. The ratio of
total withdrawals to deposits was 2.2%.
So Californians were withdrawing money
faster than Easterners.

The basic cause of the overbuilding was
too much money, too easily obtained and
too freely dispensed.

* California has 204 state-chartered s&Ls that
hold 67% of $25.8 billion in s&L assets. The
73 federals hold 33%.

These statistics show how

California housing lost touch with its market
LENDING—THE RISE & FALL
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Most lending experts accept the sec-
ondary factors—low equity, lack of loan
control—as lessons for the building in-
dustry. But they return repeatedly to easy

money as the deepest root of evil. Even
s&L leaders now concede errors were made.

“Yes,” says the Cal Fed’s Edgerton
“1963 was the year of the major mistakes.

Competition for loans was severe enough
to result in overappraisals, If everyone
had his life to live over, we would all lend
less in 1963.”

The builders’ view: S&Ls financed too many neophyte builders

“Frankly, we like to operate in a market
in which every Tom, Dick, and Harry
can’t get a loan from an s&L and com-
pete,” says President Eli Broad of Kauf-
man & Broad Building Co. Broad has al-
ways prided himself in doing well in a fall-
ing market, and now is no exception: In
the six months through May, k&B sold $7
million of houses in four Los Angeles-area
subdivisions.

As long ago as the fall of 1963, Broad
predicted the red-hot Southern California
housing boom would cool off (H&H, Oct.
’63). Now, with his financing imported
through Detroit and Eastern banks into
1967, he says his company “actually ex-
pects to benefit from the decline in hous-
ing starts, since the market demand is
rapidly absorbing the unsold inventories of
new homes and rental units . . . Builders
who have relied on savings and loan fi-
nancing are now having serious problems
as a result of the s&Ls’ inability to make
new loans.”

Broad’s attitude typifies that of most
other large California builders, almost all
with financial connections through banks
and insurance companies.

They deeply resent the lenders’ generali-
zation that tars all builders with the same
brush of overbuilding, and their resent-
ment is tearing apart the easy relationship
of former years.

“The use of federal funds in some state-
chartered s&Ls has been a disservice to the
industry,” says Builder John D. Lusk of
Whittier, a former bank lending officer.

“If anything, this shows there is a big
difference between builders. There are
speculative builders who wuse various
sources of financing and have kept their
inventory under control, and there are
builders who are no more than captives of
s&Ls. And, if you notice, some S&Ls are
getting into the tract business themselves—
because they can make 10% on the land
development and 7% on the home loans.

“I've had many opportunities to buy
into s&Ls—and you can’t be in both busi-
nesses.”

Builder Ben Deane of Huntington Beach
is not so critical of the s&Ls: “We're
aware of all the abuses, and you can
certainly argue they [s&Ls] deserve no
sympathy. But if they lose their place in
the mortgage market, the building industry
is in trouble all over the country—and
especially here.”

In spite of the s&Ls’ money problems,
most large builders interviewed by H&H

are busily grading streets, pouring foun-
dations, and opening new model home
areas. And they say their unsold inven-
tory is at a minimum. For instance, San
Francisco’s Henry Doelger, a 600-house
builder in 1965, had only 20 unsold houses
on hand last month.

All builders freely admit there was
overbuilding in booming 1963, but each
maintains it was the work of others.

“Those were beautiful days,” says Pres-
ident James G. Pollard of the Building
Contractors Association of California,
“our industry was so promising that it
attracted great numbers of people, some
of whom were ill-prepared for their ven-
ture into homebuilding. At least modest
success was virtually assured for anyone
who had a reasonable grasp of the busi-
ness.”

Adds Market Research Sanford Good-
kin: “The majority of [unsold] inventory
was made up of products that had weak
marketability. They should never have
been built, even if there were a proper
demand. Many lenders were careless, as
evidenced by the high percentage of
scheduled items on their books.”

“Internal momentum and lead time ac-
counted in part for the substantial over-
building in 1963 and 1964,” says President
Harrison Price of Economic Research As-
socs., whose clients include Disneyland,
Transamerica Corp., and the Irvine Co.

Neophyte builders splurged
on duplexes and fourplexes

By all counts the outpouring of du-
plexes, triplexes, and fourplexes in Cali-
fornia’s 1963 boom was awesome. It ac-
counted for 17% of permits in the state’s
seven largest met areas—nearly double the
national share (see graph). In fact, these
seven areas built an astonishing 37% of
all the two- to four-family dwellings in
the nation that year.

Now these small-scale rental units are
turning out to be the biggest headache,
according to Executive Vice President
William Lund of Economic Research As-
socs. Southern California’s high apartment
vacancy rate is “skewed by the fourplexes,
plus the dingbats and slums,” says Lund.
“Demand was—and is—strong for apart-
ments at under $90 a month or over $135.
The glut was in the $110 monthly range—
the market was overbuilt by a factor of
four.” And this is the market in which
most duplexes and fourplexes compete.

In some instances, entire tracts of four-

plexes went up. Some were rented, some
sold to owners who would live in one unit
and rent the remaining three—a typical
mom-and-pop arrangement for landlords
unable to hire professional managers.

Meanwhile larger apartment complexes
came on the market. Result: Apartment
vacancies climbed from roughly 10%
early in 1963 to a high of 16% in
September 1965.

Real Estate Market Analyst Jack
Leonard of the Bank of America de-em-
phasizes the role of two-to-four-family
units. “We haven’t found a big vacancy
factor in these units,” he says. “The bigger
developments with 10 to 50 units are the
ones still standing with vacancies, espe-
cially in the higher rent range.”

Soaring land prices forced builders
to overprice their housing

Skyrocketing land values were a fact of
life in California’s housing industry. Fast-
turnover speculators abounded, and some
companies turned land speculation into a
semi-scientific art (NEws, Sept. 65).

The high prices—as much as $40,000
an acre—led builders to use higher-density
plans or increase house prices. Either way,
most builders now agree, a significant
number of potential buyers were lost.

Today land prices are still high: Finished
lots range from $5,500 to $9,500 in
southern California, and one-family houses
are seldom found under $21,000. So buyers
must earn $700 to $800 a month.

Just when builders banked on faster
population growth, it slowed down

The boom year of 1963 also turned out
to be the peak year in the past decade’s
rate of population growth. But the ebbing
tide caught builders unaware.

The downturn—from 612,000 in 1963
to 549,000 in 1965—is only now surfac-
ing in estimates of the state Finance Dept.
and federal Census Bureau. But state de-
mographers have just estimated a slight
rise to 563,000 for the year ending in June.

Significantly, the bulk of the downturn
centered in six big southern counties,
where the annual rate of growth fell from
361,900 in the July 1963 year to 301,000
in the July 1965 year. The drop cut annual
housing demand by some 16,500 units, a
fact that builders now rue.

One result of slower population growth
has been slower land sales. Builders are
no longer bidding up the price of land
for tract houses: “The prices are firm but
the terms are soft,” says Eli Broad.

continued



CALIFORNIA, continued

The key lesson: ‘Homebuilding needs a fundamental discipline’

So says William R. Mason, new president
of the 88,000-acre Irvine Ranch, one of
the few companies that plans its com-
munities for years before letting builders
put up a house.

“That discipline has to come at the
lender level,” says Senior Vice President
William R. Schroll of the United Cali-
fornia Bank in Los Angeles, “I have never
felt we should expect them [the builders]
to exercise the proper control.”

California homebuilding’s bitter experi-
ence in the midst of an expanding general
economy also provides three other lessons
for the whole U.S. housing industry:

1. Even the best local market
research must be improved
California boasts some of the most so-
phisticated market researchers in the busi-
ness. In addition to a host of private con-

sultants, builders and lenders have formed
two research organizations: the Northern
California Real Estate Research Commit-
tee and the Residential Research Com-
mittee of Southern California.

Both committees issue sophisticated and
comprehensive reports on their market
areas every three months. But even their
best was not good enough to alert builders
and lenders to overbuilding,

Perhaps the weakest link is in popula-
tion estimating. California’s Finance Dept.
maintains a cadre of population experts
to chart the state’s explosive growth as
precisely as possible (because state tax
dollars are apportioned by population).
Those experts noted a slight downturn in
population growth after 1963. But the bald
figures (see above) may not reveal the
full impact on housing. Reason: outside
experts suspect—but can’t prove—that

lower-income families (hence not buyers
of new houses) account for a growing
share of California’s in-migrants.

The federal Census Bureau added to the
confusion last month by estimating the
1960-t0-1965 growth of 13 counties (with
two-thirds of state residents) at 12% (or
about 53,000 persons annually) below the
state Finance Dept.’s figures.

The state and federal experts have dif-
fered before, and the state’s men have
proved closer to the true population pic-
ture. A major reason is the state’s power
to compel cities to perform actual census
and vacancy counts.

Whichever estimating team is correct,
there is another fundamental problem:
“Perhaps more important than the accuracy
of population estimates is the fact they tend
to have a three to six month historical lag,”
says Economic Consultant Harrison Price

The last-minute rescue focused the atten-
tion of most of the $27-billion California
s&L industry on the office of s&L Commis-
sioner Gareth M. Sadler.

Sadler was under tremendous pressure
to settle the affairs of the deeply troubled
Van Nuys s&. Assn. before July 1, the
date that savers often collect half-year
dividends and switch deposits for higher
yields. Both the industry and its state su-
pervisors recognized a danger greater than
loss of Van Nuys’ $120-million savings, a
mere %% of the state s&L’s assets. Any
individual s&L’s failure could well under-
mine confidence in the entire industry in
the critical days when it was trying des-
perately to hold savings accounts.

“It was a psychological deadline,” said
Sadler’s assistant, William F. Harrison.

Months of concern. As early as Jan-
uary Wall Street had heard reports of
difficulty at Van Nuys, a subsidiary of
Trans-Coast Investment, an s&L holding
company. By March 31 Van Nuys’ sched-
uled items—the index by which California
measures the risk potential in mortgage
portfolios—was 24.16% against a statewide
average of 5.65.* Van Nuys had $50 mil-
lion in foreclosures and owed the Federal
Home Loan Bank another $50 million.
Merger talks were already under way with
United Financial Corp., a Los Angeles
holding company partly owned by Home

*President Howard Edgerton of California
Federal s«&L, the state’s largest federal, and
several other s&L leaders deplore the tendency
of financial writers to represent scheduled
items as an index of potential loss. “Nothing
could be further from the truth,” he says.
“Maximum potential loss will not exceed 20%
of the book value of the items.”

How California saved an S&L—and public confidence

H&H staff"
&y »‘

WELLMAN SADLER

s&L President Howard Ahmanson, the
giant of the industry.

But late in April a newspaper story de-
tailed Van Nuys' troubles, and savings
were withdrawn in heavy volume.

Time now became paramount. Because
the Federal Spence Act bars holding com-
panies from acquiring additional s&Ls,
United would have had to take months
to reorganize as an s&L itself in order to
buy Van Nuys. It dropped the project.

Late hours . . . and waiting. The
new campaign to save Van Nuys was
Topic A in statewide financial circles when
Houst & HoME staff members Ken Camp-
bell and Ned Rochon arrived in San
Francisco June 26 to research the ac-
companying California report. A phone
call advised them that the busy Sadler
could be seen at 4 p.m., June 28. Rochon
cut short his San Francisco visit to jet
to Los Angeles, only to find the commis-
sioner tied up in emergency session with
two dozen s&L leaders who had agreed to
bid for some or all of Van Nuys’ assets.

“I can’t ask you to wait,” said Sadler,
ducking out for seconds. “It may go on
quite awhile.”

It went on until 2 a.m.

Sadler and his staff were also up until
after midnight the next night, and on June
30 financial reporters waited through the
day for the announcement. But afternoon
editions closed in New York, and then
in Los Angeles, and there was still no
word from Van Nuys. Editor Rochon, rac-
ing by helicopter to keep another appoint-
ment, landed on the Ambassador Hotel
lawn next door to the commissioner’s of-
fice, only to be told that Sadler had left
seconds earlier for Long Beach and a last-
minute conference.

And then—Wellman. By now news
was leaking. Charles A. Wellman, former
president of First Charter Financial Corp.,
a holding company, would become presi-
dent of Equitable s&L in Long Beach
(assets: $175 million). Equitable would
buy $100 million of Van Nuys' prime
loans and $20 million in cash and facil-
ities. Equitable would pay nothing, simply
assume Van Nuys’ $120-million savings
liability. Van Nuys would retain $60 mil-
lion in real estate and delinquent loans and
would cease to solicit savings.

“A very sensible solution,” said the bone-
tired Sadler when he finally submitted to
quesitons. “It's a better answer than any
rhetoric. I think people ought to stop wor-
rying about this business.”*

Then he released the official news to
the press. It made the late morning edi-
tions—dated July 1.

#*QOther recent mergers: Arrowhead S&L of
San Bernardino, scheduled items 17.4%, into
Howard Ahmanson’s $2-billion Home S&L,
with  3.97%; Charter S&L of Bellflower
(27.5%) into Belmont S&L, Long Beach;
Corona S&L (18.36%) into Southwest S&L,
Englewood.
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of Los Angeles. Neither Price nor other
market researchers have yet come up with
an answer to that one. And other data
gaps are cropping up, too:

Vacancy counts are still subject to error.
As an indicator of apartment vacancies, the
southern research group reports idle elec-
tric meters in suburban and urban apart-
ment neighborhoods. The state’s experts
say idle meters are only a rough guide.

“Our actual counts show it can vary all
the way from one to 3% vacant units for
one idle meter,” says Demographic Ana-
lyst Richard Irwin. “The average is two
for one.”

“That’s true,” says Southern Research
Chairman Jack Leonard. “But if you look
for trends in idle meters, it works.”

Measuring unsold-house inventory is
still cumbersome. The Southern California
committee, again working through its elec-
tric utility, has developed a count of elec-
tric meters installed but never operated as
a rough way of measuring completed but
unsold houses. But this seems to have
some margin for error, largely because
meters are seldom installed until the
builder has a firm buyer.

FHaA, growing into a statistical service
for the housing industry, each year counts
the unsold houses in tracts with more than
five houses. But such counts lag because
they can be made only infrequently—every
six months at best.

2. Used-house sales are more
important than builders had suspected

California vividly demonstrates how de-
pendent today’s builders are on the used-
house market.

“The entire market hinged on a family
move every three years—buyers could
pyramid their equity,” says Marketing

Vice President Michael Tenzer of Larwin
Companies. “Now they can’t sell their
houses as readily—and it costs 16% or
17% to sell. The real crux of the problem
is the lack of equity when they pay the
costs of a real estate brokerage fee and
perhaps six to eight points on a mortgage
to the buyer of the used house.”

The used-house slowdown is massive.
Applications for FHA insurance, the best
way to sell a used house, plunged 31%
through May statewide. At the same time
many S&L builders switched to FHA financ-
ing for new houses. So FHA new-house
applications dropped only 3%, and FHA
starts actually increased.

In both northern and southern areas
deed recordings are off about 30%, and
President Sid Wallace of Medco Realty
and Management Co., of Los Angeles, the
sales arm of Willens & Bertisch, a general
contractor and homebuilder, says, “We
have practically halted sales of used
houses.” To make sales, some owners must
take second mortgages for part of their
equity, leaving them cash-shy.

Wallace says tract builders and real
estate agents have split into two camps:
“Between these two there is fear and ani-
mosity. It’s two markets. But it should be
one integrated market.”

Wallace is trying to combat the used-
house slowdown by inviting 15 builders
in the Woodland Hills section of Los
Angeles to set up a cooperative sales office.
Eight builders and three area realty con-
cerns have shown some interest.

Cooperative sales efforts are in the fore-
front with other builders, too. Last month
southern California’s biggest builders—
Ben Deane, Ray Watt, and Lawrence
Weinberg—joined in a buy-now ad cam-
paign. And in June five builders—George

Holstein, Lagerlof Construction, Country
Club Homes, Green Valley, and FWHL
Co.—jointly built a 15-house model home
area called Dream Street.

More builders are also using trade-in
plans. The plans let buyers move out of
their old houses with ease, but they 